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E have proved nationally that the twelve 
Wy weeks following Easter are the best selling 
weeks of the year. 

The old practice was to consider Easter the peak of 
selling. 

The new is to consider Easter the beginning of the 
new and important selling season. 

A study has been made by the Harvard School of 
Business Administration that builds up facts to prove 
this statement. In actual shoe selling it was found, in 
sampling a number of shops, that if you take the sales 
over the year and divide them by twelve and call that 
point the index number 100, then the month of April 
will show the sale of fourteen pairs over the average. 

It is natural, after the first spring sale, to expect the 
following month to be less resultful in selling, and May 
will register 105, leaving to the month of June the high 
peak, 126 pairs. We have tried to show that in a car- 
toon illustrating the proportions of stock you will need 
to have on hand for these 


Discoverep—A New SEASON 


the country. Therefore, it looks as though the twelve 
weeks following Easter will be colorful and styleful, 
through the merchant’s effort and through the public’s 
acceptance of more colorful footwear after the black 
wave. 

One shoe merchant has given strict orders that every 
man who comes in should be fitted with a black shoe 
on one foot and a tan on the other, in the hopes that 
by seeing both of them in the correct fitting that the 
customer can be convinced to purchase both. If the 
double sale is made the clerk gets a twenty-five cent 
bonus, and if by selling ability the clerk is able to put 
over a third pair he gets a dollar for his effort. Such 
selling is making two blades of grass grow where only 
one was expected. 

The fixed rule of this merchant is to have the first 
shoe put on the customer’s foot a tan one, even though 
the customer should come in asking for a black pair. 
The clerk must explain to the customer that the shoe 
is being tried on to see 
whether this last is the proper 





three months. 

Easter, coming early this 
year, gives to the twelve 
weeks following a _ greater 
sales significance at retail. 

If there is anything in the 
theory that it is good busi- 
ness to put into the first six 
months of the year the 
greatest selling effort, be- 
cause in that period of six 
months the major profit of 
the year is made, then the 
merchant should look to the 
twelve weeks following Easter 
as representing his real op- 
portunity of the year 1928. 

The selling of January and 
February has not been up to 
expectation in any part of 


























size and fit. This merchant 
is making every possible ef- 
fort to get a tan shoe on the 
customer’s foot, because this 
is the season of tans and 
more shoes are sold when 
tans are first pushed. 

The black menace, if it 
might be termed such, is the 
use of a black shoe for all 
purposes. The tan, at least, 
cannot last as long under the 
pressure of regular shoe 
wearing. If the tan is sold, it 
leaves a place for the black, 
either at the same sale or 
soon after, whereas a black 
shoe is likely to prevent the 
sale of an extra pair. 

















PRING, 1928! Enter 
the modern! Saucy, 
chic, alluring, and youth- 

ful. Today, she is tailored in 
tweeds of brown and gray, 
with felt, straw or a smart 
little lacquered hat—a glint of 
dull silver sheen at the throat. 
And shoes of tailored lines 
with harness buckles accents. 

Tonight, she is beautifully 
coiffured, with the swirl bob, 
styled close to her head to set 
off the whiteness and firmness 
of young lines, so “smartly” 
enveloped in billowy chiffon, 
or lace. Again the highlight 
of the swirl bob is reflected in 
the accent of the brilliant slip- 
per of vari-colored satin, or 
leathers with “silent” jewelry. 

Behold woman idealized. 
Radiant in her sparkling inno- 
cence—or is it sophistication ? 
Wide-eyed she gazes at you 
with all the childishness of a 
babe. She extends her hand 
appealingly to express her 
mood. Do we observe the 
finest tracery of glitter band- 
ing her wrists—or do we just 
imagine this? Is the shapely 
foot so thoughtlessly poised 
to show the well-turned ankle 
—or has this been the result 
of long and intensive training ? 

But why do we question? 
She is here, in all her loveli- 
ness—“The Pastel Modern.” 
Just as vivid, just as keen to 
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The flapper has stepped out of 
the picture as a style factor 
in footwear. That healthy, 
husky, “good fellow” type of 
girl didn’t suit men’s fancy, and 
now we come back to the sweet, 
natural, feminine woman. 


Only a W oman * ~ 
(an Tell you Truth- = 
fully About Womanly 


Ways of Fashion 


Von Should 


sports as the woman we have known for 
the past five years—perhaps a bit more 
daring. But with such subtlety and such 
modernism, that we in our everyday 
lives fail to grasp her progressive 
evolutions. 

Beauty is ‘“The Modern’s” aim. And 
all mankind worships at “The Modern’s” 
shrine. Color is her background. Pro- 
portion is her rule of life, and accents 
are her embellishments. If you would 
interpret “The Modern,” you must pene- 


trate her veiled simplicity. 

This “Mystic Modern” choos 
simplest of raiment. 
Her tweed suit is quite ingenuou 
may appear as a box-pleated skirt 
flowing cape, and a simply styled ! 
But, observe the tailoring—the lim 
stitching, and the inlays, and th 


right lengths—all of paramount 1p 


ance. 
And what does this mode m 
shoes? It means sport lines on liz: 





But is it simp! 
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The sweet, simple girl is the 
style stage center for this 
spring and summer. Women 
are so adaptable to changing 
their mode and mood and mind 
to fit in with their costume. 
Hail to the new feminine vogue! 

















-NMadame 
Hamilton Jeffries 


Senses ad NK ew Style 
Theme and Here it iss 


Kvow Women 


calf, or suede, or alligator—or novelty 
sport leathers, but the shoe must have 
incorporated in its building clever 
bandings, inlays and appliques, of con- 
trasting monotones. 

After luncheon for wear at the club, 
sitting about on the links, or driving the 
car, she slips into a soft silk—it may be 
pussy willow print—it may be Shantung 
—or again, one of the lovely wool 
georgettes—very simply styled, relying 
on their colorful combinations for the 


picture. And what of the shoes which 
“The Modern” will wear with this cos- 
tume’ ‘The answer is colored kids, with 
the new pearlized leather trims. On an- 
other day, “The Modern” affects white 
for her frock. Here she may try sev- 
eral modish combinations— the all white 
hand blocked linen coat with white shoes 
having vivid red or green heels. The 
blossom color hosiery, and the hat of 
the same tone. In her more adventurous 
moments, she might choose the all white 


costume with the red shoe and 
hat employing maize hosiery 
for blending. 

In the afternoon, 
multi-colored voile, she will 
wear her black satin, or black 
faille, dressier shoe; or she 
may wear for her footwear an 
all-over bright colored astra- 
lak, banded in snake, or per- 
haps, the all-over snake. She 
selects the 16/8 heel. She al- 
most always wears a soft 
Milan garden hat, with queer 
little wax flowers. The silk 
shoe of gay coloring, or the 
toy cloth, in blond tones she 
thinks is refreshingly cool. 

In the evening, “Our Mod- 
ern” is at her best. The mat- 
ter of fabric is not so import- 
ant—it might be satin, taffeta, 
moire, or chiffon and lace, but 
the style is unusually new, as 
the princess line is in high 
favor. The normal waist line 
and the wide belt of cire, to 
tell us more plainly that the 
feminine figure has returned, 
is in evidence. The only 
sophistication of this charm- 
ing being is noted in the un- 
even lengths of the hem line 
and the brevity of the shoe, 
which may be of dully luxuri- 
ous material, skeletonized to 
bandings, inserted with lace 
motifs, and with heel heights 
of at least 20/8. 
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Don’t Jump Too Quickly 


OW shall the merchant approach the price 

situation? Shall he automatically jump his 
prices fifty cents or one dollar? Shall he carry the 
fight to his public—cold? Shall he accept “what 
the trade thinks” without testing it out on his 
public? 

These questions and a lot more face him. His 
first duty is to his customer. Better to lose twenty- 
five cents out of his gross mark-up than to frighten 
that customer away forever. Many shoes on his 
shelves represent purchases at old prices and upon 
which a real profit can be made. 

The public is unprepared for higher prices, and 
conditions are not particularly propitious for rais- 
ing prices at retail. Let’s not leap into higher 
prices just yet. Let’s give a little more, and get 
a little less, until this thing settles down. 

The big thing this year is to sell shoes. The 
public can go short on shoes for months without 
actually suffering for want of foot covering. A 
price-frightened public has been known to stop 
buying. Better carry on, encouraging the sale of 
an extra pair here and there than to stop the flow 
of buying. No other commodity at retail is com- 
manding higher prices—it takes a lot of education 
to make better shoe prices easy to get. 

Of this we are certain: The public has accepted 
very little footwear at an increased price. -The re- 
tail merchant has not pegged up his prices, even 
though he has had to pay more. The retail mer- 
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chant is now midway between asking a better 
price to cover the possibility of higher costs, or 
holding to his own prices and absorbing the first 
increases. We think that the majority of mer- 
chants have undoubtedly followed the latter policy. 
It is the wise policy to pursue for a short time 
more. Let’s then see what happens. 

If, when demand increases, leather prices again 
stiffen, why, the merchant must put on a better 
price, because he is in the last ditch. But at pres- 
ent he owns some Shoes at old prices and some at 
a very slight increase. It would be folly for the 
merchant to peg his prices up fifty cents or a 
dollar, right across the board, and then fight for 
the new prices on the strength of market quota- 
tions. The public’s capacity to pay can be over- 
taxed. 

We are not so certain that the leather market 
will stay up to its high level. Even the tanner 
who would like to see a better price level, cannot 
resist economic pressure. The hide man or tanner 
is in no position to artificially bolster up the 
market. 

Now is the time to go very carefully, and to 
study every movement of the leather market. Over 
the long pull we believe that leather prices must 
go up, but every merchant who is in business to- 
day knows that public cash is not plentiful, there 
is much idleness, there are many demands for 
money, outside of shoes, and it isn’t the easiest 
thing in the world to get an added price per pair. 

For the time being it is well to mark time, to 
sell your shoes at their regular prices, even though 
it may mean fifteen to twenty-five cents less profit 
per pair. There has got to be some pretty sound 
fact developed indicating that the entire scale of 
leather prices is on a permanently upward trend 
before we can recommend to a merchant jumping 
his shoes a dollar a pair and fighting for it to the 
last ditch. 

We would be in a fine predicament if the soften- 
ing of the market made it possible for some chain 
to offer a better shoe at its old price, or even to 
drop its price to get the temporary advantage of 
offering the most for the money. Let’s go slow 
before we get the public in the mood of resisting 
prices to that extremity in which they hold on to 
their old shoes, rather than buy new ones at higher 
prices. 

The public purse of America isn’t so abundantly 
full as to make possible a dollar a pair increase 
across the length and breadth of this country, with- 
out injuring the sale of pairs in a year when every 
pair counts. 

Business is hard enough as it is. To ask the 
American public for more money now is tremen- 
dously difficult. It may still be possible to get a 
good shoe at wholesale within twenty-five or fifty 
cents of former prices. And if the market doesn’t 
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hold, then no great harm is done when old prices 
prevail. Let us go along, step by step, with the 
American public. 


Common Sense Ads 


E are coming into a period when retail ad- 

vertising is being tested by common sense. 
A trick phrase, a happy hunch and clever words 
won’t move goods any more. Retail advertising 
isn’t written a mile away from the shop, because 
it can’t ring true when it does not represent the 
types of merchandise which it publicizes. 

Readers are critical of anything which is not 
accurate and specific. Most readers are open- 
minded and are ready to go half way toward ac- 
cepting your story. The final test, however, is in 
getting them into the store and persuading them 
to buy after the pull of the ad has been helped by 
the attraction of the window and guided by the 
courtesy of the people in the store. Even the bell 
of the cash register isn’t final, because the shoes 
have to qualify in fit, in 
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cise meaning of words in advertising that makes 
us feel that the man who thinks out his advertising 
with reason can get greater results this season 
than ever before. 


An Economic Need 


HOES are not made to stick on the shelf. Ma- 
chinery is so flexible nowadays that it can turn 
out things ready for final use in twice the number 
needed. Consumption is the final end of this high- 
ly complex industrial system. Everything made, 
raised and mined has that one end in common. All 
other aims are incidental. 

The consumption of footwear regulates produc- 
tion. Uses are the things that sell merchandise. 
People who cannot themselves visualize a sufficient 
reason for parting with money for merchandise 
can readily recognize a need when it is brought 
home to them in terms of use or in terms of the de- 
sirability of possessing that particular product. 
Good merchandising, in other words, widens sales 

by selling, not products, 








pleasing the customer’s ¢~ > > 7» but the uses of products 
eye, and in suiting the nA and succeeds, through 
purpose for which they c the constant emphasis 
were bought. The ‘Reason Why of uses, in getting more 


We had occasion to 
overhear Alfred J. 
Ruby of Chicago indi- 
cating a few advertis- 
ing truths. He was 
protesting the word 
“individuality.” He said 
it didn’t ring true in a 
shoe store, for real in- 
dividuality could only 
be obtained by custom, 
specially designed 
shoes. He suggested in- 
stead, to cover that 
point of high-class shoe 
selection, the use of the 
words “footwear - un- 
common.” The more 
times the word “uncom- 
mon” was spoken aloud, 
the more favorably it 
became accepted. 

He was trying to get 
a plain, understandable 
word into the ad to con- 
vey the precise mean- 
ing indicating a selec- 
tion of shoes that were 
not commonly found. 
It is just such studies 
as these into the pre- 
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we remain, 











GOTTLIEB’S 
Point Pleasant, N. J. 


Enclosed find my check for two years’ renewal 
subscription to the Boot AND SHOE RECORDER. 

We are all so used to getting the RECORDER that 
If we should miss a copy we would 
be afraid that we were missing something extremely 


We find we get some wonderful ideas out of the 


Trusting that you will keep up your good work, 


Very truly yours, 
(Signed) M. GOTTLIEB. 
* * % 

Successful merchandising today doesn’t mean 
simply buying and selling. 

It means knowing when and where to buy right 
and how to sell at a profit. 

It means having a broad vision and conducting 
business according to 1928 ideas. 

Mr. Gottlieb has built up a successful business 
and we are glad to know that the Recorver has 
been a real help to him in his success. 


Feeie.6 Tien. 
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people to buy and each 
person to buy more. 

The greatest econ- 
omic need is a flow of 
money to consumers. 
When we hear of mil- 
lions of people unem- 
ployed, we fear a defi- 
ciency of purchasing 
power. The business 
man can go to banks 
for money for produc- 
tion, but no one has de- 
veloped an equally effi- 
cient system for pro- 
viding money for con- 
sumption. 

As a nation we can 
carry thrift too far. If 
we store up money in 
banks, to be loaned out 
for production, we find 
ourselves in a situation 
where there is less and 
less money for the con- 
sumption of shoes and 
other things. There 
isn’t a man, woman or 
child in this country 
who couldn’t use more 
~5 pairs of shoes. 





President. 
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‘Too Mucu Bays the “Trouser 





not loo Much Work 


By R. L. PRATHER 


HERE is another phase 

of Wastefulness and 

Extravagance, and that 
is—Loss of Time. One other 
thing that ails the shoe busi- 
ness is the increasing ten- 
dency of shoe merchants, and 
others in the trade, to spend 
time away from business. If 
figures were obtainable on 
time expended at golf clubs, 
ball games, lunch clubs and 
other distracting things, it 
would amaze some of our best 
little “joiners.” 

Let me tell you of an ac- 
tual experience in attempting 
to get an audience with a 
prominent retail merchant. 
Calling at his office at the 
usual hour of nine in the 
morning, it was said that he had not yet arrived at 
the store. After waiting a reasonable length of time— 
say to ten o’clock—the writer went away, and returned 
nearer noon. It was only to see the busy(?) man rush 
out, bound for a lunch club. 

At one o’clock he had not returned. At three the 
writer was informed that this prominent merchant was 
on the golf links and probably would not return to the 
store that day. 

The next day was similar, with the exception that he 
played golf in the forenoon and attended a lunch club 
at twelve, with committee meetings in the afternoon. 
He returned to the store at five and was immediately 
swallowed up in his accumulation of mail. 

Dozens of shoe travelers were trying to see this man, 
who did all the buying for the store as well as attend- 
ing social functions and pleasurable doings during 
working hours. It required five days to get to him, and 
the interview was interrupted no less than seven times 
while phone calls were answered and engagements were 
-made for the next day’s activities of this busy man. 
Most of them, by the way, were for golf, bridge, 
lunches, or other matters not concerned with the buying 
or selling of shoes. 

How can a man spend two-thirds of his time in doing 
things that are in no way connected with his business 
and still carry on a successful business unless he makes 
up the time at night? In this chap’s case it was cer- 
tain that he put in very little time at his office after 
store hours, because he was a regular “man-around- 
town” at night, prominent in lodge work, clubs, social 
functions, fashionable doings, banquets, etc. His head 
clerk, called by courtesy “assistant buyer,” informed 
the writer that he seldom had a word with his boss. 

How can a man keep in touch with his business unless 
he touches the business once in a while? How can he 


This is the second of a series by Mr. 
Prather. The first, which appeared in 
the issue of February 25, condemned 
waste in the industry and cited con- 
ventions and style shows as outstanding 
examples in the mind of the author. 
Let’s take a one-year vacation from 
hokum, he urged. In this article, 
Mr. Prather attacks another form 
of wastefulness which he has found 
prevalent in the industry. Too much 
time at ball games, on the golf links, 
in attendance at committee meetings 
when the boss should be on the floor 
sensing the likes and dislikes of the 
fickle public which he serves. 


keep his finger on the pulse 
of the business and knoy 
what is going on unless he 
occasionally takes time out 
from his pleasures for busi- 
ness affairs? No man can tell 
himself what people are say- 
ing, thinking, doing, buying, 
unless he gets right into the 
active part of the game and 
learns first handed. 

A man must have relaxa- 
tion and some pleasure or he 





will go stale. He should play 
some golf. He should attend 
some functions. He cannot 


become a turtle in a shell. 
He cannot stay away from all 
social activities. But he 
should have a time for pleas- 
ures and a time for business. 
A schedule, carefully arranged as to business hours and 
pleasure hours, might help him to make more money out 
of his shoe business. 

Returning once more to conventions and style shows. 
Reading the trade papers and seeing the names of the 
“constant patrons” of the shows, one might be led to 
suppose that some of our leading lights spent a great 
part of their time traveling from one show to another. 
That is all right for the man who has a big organization 
of people who can keep things running smoothly while 
he is away. But for the average merchant, the man who 
must oversee his business personally, it surely is poor 
policy to spend so much time and money in railroad 
travel. 

Understand, please, that this is being written for the 
shoe trade as a whole. We are not picking on any in- 
dividual or attempting to reform the habits of any per- 
son who can afford to do these things. But to the 
average merchant we address this brief paragraph: 


No small business will run itself. No man can buy 
shoes intelligently unless he puts in a lot of time on the 
floor of his store where he comes into contact with the 
customers. No man can make money out of golf, bridge, 


“society” or other distracting things. The shoe busi- 
ness today must be an affair of close and persona! atten- 
tion to the immediate needs, likes and dislikes of a fickle 
public. Only in the store may a merchant learn what is 


doing. 
Time lost in affairs other than business is time lost 
forever. It cannot be made up. It is not to be retrieved. 
Anyone who denies a merchant the right to social and 


athletic activity is wrong. All work and no play, you 
know; but more work and less play is one fo the oul: 
standing needs of the shoe business right now, in my 
humble opinion. 


March 8, 1928 
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To Lead 


ATCH out! A new attractiveness in headgear 
leads the eye and the purse toward hats. Tricky 
patterns, some of them cut in the felt on the 

head, gives to millinery an advantage in getting the 

money. 


Beauty must be led footward. The twelve weeks fol- 
lowing Easter are of great importance—if Miss America 
is to be led into the shoe store. Her purse promises profit 
to.an entire industry. Today the sum of money spent 
in beautifying the American woman, above the neck, is 
estimated at two billion dollars—an amount greater than 
the retail price of all the footwear of American man, 
woman and child. What price charm! In New York 
City alone there are 40,000 beauty shops. What about 
heauty below the knee? What price footwear fashion ? 

The shoe industry needs a new imagination in the 
selection of footwear for the twelve weeks following 
Easter, if it is to sell extra pairs in that period, and make 
possible the major profits of the year prior to July 
clearance. 

Look at women’s interest in shoes with the definite 
understanding of how the shoe fits into the scheme of 
dress. For example, the two girls pictured on this page 
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Beauty~foorward 


Shoes Must Have 





a New Sauciness 


represent clearly two definite types, both wearing cos- 
tumes that will be sold in volume this season. 

The one on the left might be styled in silk, in wool, 
or any of the knitted fabrics. The extra wide box plaits 
are the new and girlish features of this year’s sports- 
wear, and the combination of the long U-front panel, 
combined with the V-opening, is characteristic of the 
inlays which will be used in shoes this year. 

The rough straw hat, another new note, is absolutely 
in harmony with the frock. As all shoes will be a bit 
dressier than their mode, this shoe is well styled for this 
season’s footwear. 

The one on the right wears a combination of black 
satin skirt, or black kasha, with the checked over blouse. 
The proportions of the frock are perfect, leaving the 
accent of the normal waistline very definite because of 
the belt. The hat, a bit more dressy in angle but per- 
fectly tailored, tells us that the strip pump is the proper 
complement. This could either be black lizard, black 
calfskin, patent and lizard, or plain patent. 

The girl on the left should wear a fifteen-eighths heel 
or higher, because of the length of the body, while the 
shoe on the right would have to take a fourteen-eighths. 








ATCH the big idea 
for a season and 
you can’t go very 
far wrong in interpret- 
ing the influence of 
fashion on footwear. 
The shoe trade found 
no difficulty in designing 
shoes for the flapper, 
because she represented 
a type and a dress that 
responded to tricky, 
flashy shoes, but today 
there is appearing a new 
woman, and a new femi- 
nine mood. 
Woman’s dress is now 
designed to emphasize 
the feminine figure, 


feminine selection of soft silks, and all of the daintier 
things that go with the sweet, simple woman. 

Her external appearance is naturally feminine from 
now on, notwithstanding bobbed hair, cigarettes, ete. 
She wants to look the part of a sweet woman. 

Remember this in thinking about styles for the twelve simple. 


weeks following Faster. 


Women this year have more dress expression than in 
years. There will be a diversity of dress that means a 
corresponding diversity in footwear. 

The smart world has definitely placed its stamp of 


BOOT AND SHOE RECORDER 


IVF hat’s yew in 


Smart STYLE 
fo 


CiatcH WoMEN 


the nigger browns. 


March 2, 1928 


“he  wmterrupted 
line around the 
throat—a piping in 
gold—gives chic to 
the pump—a clei 
erness almost con 

cealed. 


} 


approval on the tailored 
suit for spring. Lines 
are simle, but chi 
Clothes are made in 
tweeds and men’s weu 
mixtures. Hair line 
striped fabrics, 
everything in this divi 
sion of dress, is for 
walking, street wear, et: 

The next dress of tix 
day may be printed silks 
fancy designs, every 
thing in small figures. 
and having plenty of 
pleats. 

With the tailored dress 
she won't take the hard, 
severe, tailored shoe. 


has got to be a low oxford, snug and neat, and there 
very little place for heavy combinations. There is a use 
for snake as a trimming in smart colors, but don’t forget 


In prints when the design is wild, the shoe must 
It may be black, patent, black satin, or black 
kid, with a high luster on it. 

In all probability it will be pumps, but the man who 
can make a design that has more interest than a pump. 
even though the shoe is extremely low, he is in the way 
of interesting a lot of business this spring. 
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Evening wear goes 
along its merry, colorful 
way, and needs no re- 
emphasis, except that 
pastel colors are good. 

There is a place in the 
scieme of dress for al- 
most every type of shoe 
for this season — the 
twelve weeks following 
Ez ster. 

Xemember, the tailored suit, as 
such, is an eastern proposition and 
n particularly interesting to 
women in the South, West and 
Southwest. Each community has 
go! to be foot fashioned according 
to 'ts selection of dress, and accord- 
ins to the geography of style, as 
well as the climate. 

Che Middle West and South, par- 
ticularly outside metropolitan cent- 



















as to colors and combinations. 








The one colored shoe, with 
or without matching trim- 
mings, is a strong Eastern 










proposition. 

West of the Mississippi 
overlays, two or more colors, 
pipings, etc., will sell for this 
next period. Texas has a 
style feeling all its own. 

There never was a season 
when the clash of style trends 






overlay, or line must have a reason. 
sarcy shoes. The difference is in the 
last and the pattern, as well as in the 
leather. 

The term “general wear,” as such, 
makes opportunity for lighter and 
styleful strap effects. There is a new 
interest in cutouts. Some high throat 
pumps are being created that have two 
dozen cutouts in the vamp. The shoe 
carries the interest of the sandal and 
a hint of the imported basket weave 
shoe. 

There is a place for some unusual 
shoe. and it may he of this character 
for the twelve weeks following Easter. 
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ers, will continue to call for the full toe that gives the 
short forepart appearance, heels high, and more latitude 


was greater than for this twelve weeks period following 
Easter. The East wants interesting shoes. Each strap, of the new tab and overlay effects, influenced by the 








in a pump period consider the fact that 
in West and South the full short toe, 
D’Orsay dip, pump is leading. East of 
Pittsburgh the narrower toe and con- 
ventional pump is supreme, in Opera, Re- 
gent and high throat. The new luster 
leathers, as well as patent, black kid and 
satin, are in first material position, When 
dress ts varied and there is a doubt as 
to its harmony with footwear—expect 
a season of pumps. 
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Nationally the greatest 
year ever iS expected on 
woven leather shoes. 
The imported numbers in 
white with colored trims, 
or in two tones of tan, 
promise to be popular. 
The black and white pro- 
duced by basket weave 
fabrics, Toyo cloth, ete., 
will have a June sala- 
bility. 

Shoes should open up as the sea- 
son progresses. 

There is an opportunity this year 
for a sandal season greater than ever 
before. 

There has been a greater interest 
in pumps this season, and it is not 
entirely attributed to the old saying 
in the trade, “When in doubt select 
pumps.” That is true to some de- 


gree, because black luster leather, gun metal, black kid 
and satin, all are 


foundational shoes that blend with any 


of the faney prints and unusual fabrics in dress. 





A white pump, 
snake trim in the 
center, with a lus- 
ter brown binding. 
Right — The aecro- 
plane flare given to 
a pump pattern m 
wo color combina- 
tion, open throat. 
Below—Gore con- 
trol, marron pump, 
low strap, luster 
kid heel and tab. 


































But the basic reason for 
this interest in pump lines is 
the new desire for length from 
the knee to the foot. The 
smart thing today is to get 
that long, slim, look to the 
limb, and this is best obtained 
in pumps. 

The pump is feminine and 
simple and makes its appeal 
because of these reasons. 


There are possibilities of variation in pumps. Some 


The West wants airplane motif, as in hats, is making itself a factor in 





A complete new thought in pump 
line, high side walls at throat. The 
real beauty of this shoe is re- 
vealed to the woman looking down 





shoe design. 

There is so little area to work with 
in a pump that any new idea must be 
skillfully worked out. Lines must be 
artistically drawn so as not to throw 
the pump out of proper contour or to 
destroy or nullify the natural slender- 
izing effect which the pump inherently 
possesses. Also—and this is doubly 
important—the pump must be made 
over a good fitting last. There is noth- 
ing more beautiful than a pump that 
fits. and nothing more ugly than an 
ill-fitting one. It behooves every re- 
tailer to watch the fitting qualities. 
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Lhe 
Importance of DIVERSITY 


Age liberties can Sandal types, from 12/8 Cuban to 18/8 Louis tern designs are to be ex- 
I 


ye taken in sandals heels have an important place in the twelve weeks pected in this period. Reptile, 
than in any other following Easter. It may be late spring in the suéde and fancy leathers will 
types of shoes. The expec- North, but it’s carly summer in the South, and _ be used as blending or con- 
tation of a sandal period in there is real opportunity for diversity of materials trasting trims. 
the twelve weeks following and types of shoes in this next great selling period. Materials such as braided 
Easter gives to the merchant leathers, art linen and straw 
a selection of smart shoes for his community that have come later and should be held in check for June selling. 
first a window attraction, and second, a ready salability We show on these two pages a diversity of selection, 
within the store. ranging from basket weave materials through the vari- 
In the early weeks of this period there is a place for ous luster leathers, to snake and lizard. The patterns 
for a broad one strap for the walking and designs, as shown, indicate new 
type of shoe. It carries a low heel, and Ma thoughts, particularly in the oxford 
can be in suéde or calf, or in combina- effects to fit in with the tailored suit. 


The smart world has given a place 
for the tailored suit, made up in 
tweeds and men’s fabrics. The shwoes 
must not be heavy. They must have 
smart, stream lines. 

The cape effect in frocks and spor 
attire also helps the oxford moven 


tions of both. 
Walking shoes also should be select- 
ed in snake, lizard, and in fancy leath- 
ers. combined with rose blush shades, 
the browns and the blacks. 
Patent leather, combined with the 
reptiles and lizards in many new pat- 


at 
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There is not the interest this 
season in wide open shanks, 
nor is there such a call for T 
straps. 

‘here are new swings given 
to lines coming up from the 
heel, and we illustrate one 
twisted front T strap with the 
ne’y side cutout, and overlay 
of leather from the heel. 

he buckle attachments are 
vey good in this class of foot- 
weir. 
lt is to the interest of the 
trade to sell what colored 
leathers they have on hand, 
but it is advisable to. select 
marron, rose blush and the 
richer browns as the dress 
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RPP PELAIERE LOLA 9 0 ER 
Now April 11 


Allied Styles Conference Advanced 
to New Date After Easter 


New York, N. Y.—A meeting held this 
week in the Textile Color Card Association 
offices, attended by tanners, shoe manufacturers 
and merchants, resulted in a vigorous rein- 
dorsement of the color program for spring, and 
a new emphasis upon white for summer. The 
fall trend will be dominated by the brown 
family of colors. In the next five weeks 
Margaret Hayden Rorke and the tanners will 
prepare the leather and materials needed for 
reference at the April 11 meeting of the allied 
styles conference, when colors and styles for 
the fall and winter, 1928-1929 will be de- 
termined. 

A tentative date of March 20 for the Con- 
ference had been previously decided upon. 
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simple manner and yet be very 
attractive. 

Rough and dull finishes are 
in the horizon, and the luster 
motif has gone all through 
from China and damask down 
through to leather. 

Costume jewelry is very im- 
portant this year. Rose quartz 
and emerald green, and some 
of the deep blue stones, are 
being made up into disc-like 
necklaces. Silver and gold in 
little diamond shapes and in 
little starlike patterns are par- 
ticularly good for printed 
silks. 

The vogue of lace has gone 
into the woolen field, so that 





interest is in darker founda- 


tions. Later will come the lighter tones. 
The next period following the twelve weeks after 
Easter gives opportunity for pastel shades of leather, 


fancy materials, whites in their season, 
and those mid-summer novelties that 
put a sparkle to business at that time. 


FasHION PoINTERS 


Indicating dress trend of foot- 
wear importance 


Ryn dots and printed silks on 
black and dark blue backgrounds 
promise volume this year because of 
economy. Miulti-colored voiles, inde- 
structible in texture, and in well-cov- 
ered patterns, can be styled in the most 









Diversification of 
pattern is well ex- 
emplified in the 
selection of new 
Spring shoes 
shown on these 


pages 








now we have jumpers made of 


woolen in lace patterns. Many of the frocks are being 
trimmed with rich hand-made laces, dyed and tinted to 
harmonize with the color and metallic threadings give 


the unusual glint. 

Deep browns and russet shades are 
being shown, with loose throws which 
can be arranged as desired around the 
neck, and these are lined with beige in 
sharp figures of orange and yellow ap- 
pliqueéd. 

The hats are still quite uneven, but 
a long brim on one side giving the 
width over the ear, while the center 
front is cut away almost 
to the brimless note. 









Combinations of black and 
white, tan and white, tan and 
brown and even black and brown 
are found in sports footwear 
for men. The all white shoe is 
for wear with white flannels at 
the country club or beach. 
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In two color sports footwear, 
are found colored trim of 
smooth calf, pigskin, grained 
leathers and some embossed to 
simulate lizard, snake and even 


alligator. These come both in 
black and in tan. There has 
been some talk of trim colors e 
other than black, brown and 
tan, such as blue, for instance, HO C7] ] 
but few samples have been 


made up. In patterns the wing 
tip goes well with either knick- 
ers or long trousers. 


NY discussion of men’s 
styles for the coming spring 
and summer should natur- 


ally lead off with sports; first, be- 
cause it is the new note; and, second, 
because early indications point to an 
exceptionally large demand for sports 
attire in general. 

The interest in sports has grown 
to such proportions that there are few 
men who do not indulge and scarcely 
any who do not let themselves in for 
the wearing of sports attire by taking 
seats in the gallery. And the so-called 
collegiate trade, buying the volume 
grades, whether or no its members 
play or watch or do neither, neverthe- 
less can be depended on to ape the 
well-dressed sportsman or _ profes- 
sional. 

In apparel for the golfer the thing 
to watch will be the increased use of 
long flannel trousers as a substitute 
for knickers. Cream and the almost 
white are worn to a large extent in 
England and have been for a couple 
of seasons. The vogue made its first 
appearance in this country last year 
and a decided increase has been noted 
this winter at Southern resorts, par- 
ticularly those in Florida. 
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Increased Interest In Outdoor 


More Sales of Sports Footwear— 


Worn as a golf uniform, the long 
trousers seem to look best in con- 
nection with the wing tip pattern gol 
shoe. Tan and white is the accepted 
color combination for wear with the 
very light colored flannels, whereas 
black and white, matching the stock- 
ing, will be a big bet for men who 
continue to wear knickers. There will 
be no falling off in demand for the 
knickers, by the way, as men who 
never wore them before are being 
converted to their use as fast as men 
who have worn them are being con- 
verted from knickers to long trous- 
ers. 

In sports footwear generally there 
are only about three color combina- 
tions—black and white, tan and white 
and tan and brown. Some combina 
tions of brown and black are s« 
Patterns stick to the old reliable wu 
tip and the apron, and achieve 
tiety by stitching effects. For w! 
might be termed formal sports \ 
—blue or brown or gray coat \ 
white flannels—nothing is in s! 
good taste as the all-over white | 
oxford. 

In dress or street wear there 
be, naturally enough, an increas 
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Little difference is noted in ioe 
shapes for Spring, other than 
that the number of very square 
toes is gradually decreasing. 
Round, medium round and cus- 
tom type toes with light weight 
soles are seen most frequentiy 
in the higher grade lines. Square 
toes are confined to the popuiar 
grades almost exclusively. 


Activities Will Mean Many 


More Tans In Dress Types 


tan footwear. This for two reasons: 
because there is always a re-awaken- 
ing of interest in tan when spring 
comes; and because, furthermore, 
suitings for spring show a decided 
preponderance of light grays with 
which tan is the most suitable color 
of footwear. Darker grays and blues, 
say the experts, need a black shoe. 

Soles, of course, will be lighter. 
and there should logically follow an 
increase in demand for the so-called 
featherweight shoe, the thinness of 
the sole achieved either by lightening 
the sole itself or by bevelling the 
edges to give it the appearance of 
lightness. 

Another development in soles is the 
tendency toward the use of plain 
composition soles on dress footwear 
in popular grades. There is, of 
course, an economic reason to be 
found for this in the increasing cost 
of leather, but a further reason is 
that men who have grown accus- 
toméed to them on sport footwear are 
demanding them also on shoes for the 
street. 

In the higher grade lines the toe 
shapes most frequently seen are the 
medium custom, medium round and 


almost full round. Squarer toes per- 
sist in the medium and lower grade 
lines, but here the shoes have been 
given more refinement of appearance 
by the substitution of multiple rows 
of stitching for the pinking and per- 
forations with which this vogue was 
introduced. 


Opportunity for Profit 


The twelve weeks of selling at 
regular prices previous to July 1 is 
this year’s great opportunity for 
volume and profit. 

The shoe man is straining every 
effort to get his dollar return in more 
pairs sold. He wants to get his 
dollar before the competition of the 
beauty shop, or the dress shop, or the 
hundred and one other claims upon 
the American purse takes away the 
money that he wants but usually has 
to wait for. 

These twelve weeks, therefore, be- 
come the most impertant weeks of 
the shoe year, and now is the time 
for sales preparation for that period. 


Spring, of course, wiil 
bring an’ increase in tan 


shoes. Tan always is 


good in the Spring and 

the new light gray suil- 

ings call for tan. Black 

goes with darker grays 

and with blues. So say 
the experts. 
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Crazy 4 Catcues ,. 


Little Money, Plus Brains, and You Can Lick the Big 


Store With Its Display Fixtures Shaped in 
Cubes, Cylinders and Globes 


art. It has found that through blocks and cylin- 

ders it is possible to catch the eye and hold it, 
thereby convincing the observer that here is something 
new. 

It started with an exposition in Paris that was so 
totally different that the entire world awoke to the fact 
that there was a new art movement that had great 
possibilities. It has taken a full two years to see it 
develop into a practical application so that a merchant 
could use it in his store, in his window, in his adver- 
tising, and even in his styles. The movement has been 
gradual but is now sweeping forward more rapidly. 

This idea of cubism has finally come to a point where 
it is understandable to the eye. The greatest revolu- 
tion has been made in the store window. Here are a 
few very definite statements that can be made applica- 
ble to the better 


ee business world has gone crazy over modern 


wooden blocks and cylinders, or simple compositi: 
board cubes or pillars with an oblong cross sectic 
The first cost is very small. One merchant in a litt 
town in the Middle West made up six block effects ha 
ing the outward shape of a book. He air brushed ea 
face of the block a different color. 

He was able to change his window every day by r 
arranging these blocks in their color form and usin 
them as a background and also for display. No pers: 
could pass the window without being attracted to t! 
new display. The total cost of making and air brushi 
was eleven dollars. 

Here is one methed of window display that makes 
possible for the smallest store to compete for the publ 
eye with the largest. This movement of modern art 
sweeping through the country. You see its best ex 


ample in New York City, where the new skyline hel) 


to emphasize the 








showing of mer- 
chandise _ this 
spring. 

Any shoe win- 
dow can be made 
attractive by the 
simple insertion of 
a three-way screen 
as a background. 
On this simple 
screen the colors 
can be sprayed 
with a cheap tin 
can air brush, giv- 
ing effects at a 
minimum of cost 
that rival anything 
that can be done 
in the largest met- 
ropolitan stores. 

There are ideas 
everywhere. Any 
magazine has a 
countless number 
of sugges- 
tions. You see it 
in zigzag flashes 
of search- 
lights across a 
blue background. 
You can use all the 


modern art. Ther 
isn’t a show win- 
dow along Fifth 
Avenue that is not 
based on this new 
treatment. 

The background 
does not over- 
shadow the shoe. 
It becomes a spot 
of color emphasiz- 
ing the merchan- 
dise. Three solid 
black cubes, with 
a silver slipper and 
a pair of silver 
hose thereon, can 
be seen almost a 
mile away. You 
can do more clever 
things at less ex- 
pense than ever 
before with this 
modern treatment. 

Retail ads are 
now appearing in 
the same modern- 
istic mode. Some 
of the big stores 
are using it as a 
border, and also in 
the form of nar- 


a 











colors of the rain- 
bow on this simple 
screen so as_ to 
catch the eye of 
the passerby. 

The next step is 
the making of 


gives to the store a modern mood. 


It may be freakish, it may be queer, but it certainly holds the eye and 

Here we see Frederick & Nelson, 

a Seattle shop, displaying merchandise in a pavillion that is a flood 

of light, silver paper, tinted colors, and the most effective display 
device for merchandise that has ever been created. 


row lines above 
and below the 
name. Whole (e- 
partments are ofte! 
set in this style 

















March $3, 1928 


HOE stores in both large 
S and small cities, I notice, 
are finding a wealth of 
value in that newest principle 
of sales appeal that deals in 
uses. Already, as a principle, 
it is becoming a real part 
of successful merchandising 
practice in many lines of re- 
tail trade. 
No better is it adapted 


than to the retail shoe business. And no better is it 
demonstrated than in the things a shoe store can do to 
make the most of the Easter season. 

“Uses,” says this new doctrine, “are the things that 
sell merchandise. People who cannot themselves visu- 


alize a sufficient reason 





SELLING 
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No 


Theory So Old That It’s New 
By H. T. METCALFE 


The author first develops his theory— 
that increased sales can most easily be 
brought about by selling the use to 
which the merchandise is to be put— 
then applies it to pre-Easter selling. 
The instinct to take part in Nature’s 
awakening 1s the use and the problem 
ts to properly appeal to that instinct. 





t 
Style BUT Use 


Easter Presents a Logical Opportunity to Make Application of a 


second is unlimited and con- 
ducive to profit. 

It is a question of what is 
sometimes called “push-cart” 
merchandising versus con- 
structive, sales-building mer- 
chandising. On the one hand 
we see the push-cart vendor 
who lays out his bananas, 
watches his competitor’s 
prices, and cries, “Bananas, 


so much a dozen.” And on the other hand we see one 
with a little more enticing display, who picks one from 
the bunch, opens it and stands there with it in his hand 
and says, “Bananas taste good; they’re good for you; 
these are good bananas; try a dozen.” 


The little added sug- 
gestion of the use for 





for parting with money 





for merchandise, can 
readily recognize a 
need when it is brought 
home to them in terms 
of use or in terms of 
the desirability of pos- 
sessing that particular 
product. Good mer- 
chandising, in other 
words, widens sales by 
selling, not products, 
but the uses of prod- 
ucts, and_ succeeds, 
through the constant 
emphasis of uses, in 
getting more people to 
buy and each person to 
buy more.” 

The little chart re- 
produced here occurs 
to me as an interesting 
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the goods when it ac- 
companies the offer- 
ing, helps just that 
much to widen the cir- 
cle in our chart. And 
from the retail mer- 
chant’s standpoint, this 
principle continues: 
“Buy your stock with 
uses in mind; think of 
merchandise in terms 
of its uses; and sell 
those uses to your cus- 
tomers.” 

How well this prin- 
ciple lends itself to 
Easter! Apply to it a 
little play of imagina- 
tion and we have a 
valuable new angle on 
Easter merchandising 











viewpoint on this prin- 





that any store can use. 





ciple and as a way of 
showing very clearly 
what it means. Note 
that it shows the only 
two ways we have of 
getting more business 
—first, by getting as 
big a share as possible 
of the business that 
already exists and, 
second, by creating 
wherever we can new 
recognitions of uses 
for our goods. The 
first is limited and de- 
structive to profit. The 





shoes. 


A. This circle might be called the Retail Shoe Dollar. 
represents the total amount of money spent each year for 
It might equally well represent the total sales of 
shoes in any one city. 

B. Here we have marked off a slice which represents any 
individual shoe store’s share of the total present shoe busi- 
ness in his city. 

C. If the total sales of shoes do not increase, the only way 
a shoe store can increase business is to take business away 
from his competitors. 

D. If instead, more people can be induced to buy more 
shoes, then the size of the Dollar in the first chart will be 
increased as here. 

E. Thus the sales of our shoe store in Chart B are more 
easily and more permanently increased. 


What, for instance, 
It is the real psychology 
in back of Easter as a 
buying season? What 
is the urge that makes 
people think of the few 
weeks before Easter as 
a “shopping season”? 
It has become a custom. 
of course; that much 
we know. But what is 
in back of that custom? 
What uses or what mo- 
tives do they have in 
mind for the merchan- 
dise they buy? How 
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can .we express these uses in our merchandising efforts? 

I believe that the psychology of Easter buying goes 
“way down deep” in the hearts of men. I believe that 
the great majority of people flock to the stores, then, 
as the expression of a common instinct that nature 
has planted in folks to take part in the “rebirth” of 
the world at Springtime. I believe that there is a great, 
subtle scheme of things, an age-old conspiracy of Mother 
Nature that works and works year after year at Spring- 
time. As the caterpillar takes new form as a butterfly, 
as trees get new leaves and new blossoms, as the whole 
world seems reborn again, not a single human being is 
exempt from that instinct to possess new things and to 
feel in tune with the rest of the world. It is an instinct 
that exists and that lends itself to merchandising appeal 
just as surely as any other instincts—the hunger in- 
stinct, the mating instinct, the self-preservation instinct 
and the rest. 

It sounds very much like hokum. But hokum, ac- 
cording to its proper definition, is a good old stock in 
trade that never fails. 
and they profit by it. The most successful plays, the 
most popular books, the newspapers with the biggest 
circulations, are those that play the good old hokum 
tunes. And so, if it is hokum, let it be hokum. I shall 
continue to believe that this is the “use” to which most 
Easter purchases are put—to satisfy a common instinct 
for new, fresh things. 

I would like to submit a few specimens of copy which, 
it seems to me, will strike that chord. Any shoe man 
who agrees with me is privileged to use them just as 
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A stunt calendar leaf which the author says could be 

distributed from house to house by boys instructed 

to attach them to the front door by means of thumb 
tacks. 


Theatrical producers know it 
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Basy Sprinctime on March 20th, Just nineveen days ahead 
of Easter 

And to help you greet her properly, we mention that 
the newest Spring styles are ready for your mspection at 


GEDNEY BOOT SHOP 


179 Mar~w Street Whuire Prains. N.Y 








| 


A “take-off” on a birth announcement. The stork 
and infant appear on the outside when folded. The 
sales message is inside. 


they are or with adaptations or changes where he needs 
them. Or he can use them, if he likes, to stimulate 
thought and to help put the idea in his own particula: 


style. 
TUNE IN WITH NATURE 


“Hear those birds? Smell those blossoms? Taste 
the Springtime in the air? Feel that urge to take a 
brand new lease on life? 

“Everybody has it. It’s the call of nature telling us 
it’s time to blossom out in newest style from head to 
foot. 

“It’s a sure sign that Easter’s coming ... a sure 
sign it’s time to step in a brand new pair of shoes and 
step out—in tune with Mother Nature. 

“With all the newest and finest in shoes and hosiery 
for men, women and children, we help do for you what 
Mother Nature does for trees and plants and cater- 
pillars ... help you shed the spell of another winter 
passed and get in tune with a world that’s sparkling, 
fresh and NEW.” 


* * * 
SPRINGTIME 
And the World is New Again! 


“New leaves on the trees. New blossoms. New, 
green shoots of grass. New flower buds. Birds are 
singing in the trees. 

“What does it mean? It’s Springtime and the world 
is born all over again. All around us things are spark- 
ling ... fresh ... and NEW! 

“It means Easter is coming ... the time when Mothe: 
Nature’s wand gives all the world a brand new set ©! 
clothes. 

“In terms of shoes and hosiery, we’re helping Mothe: 
Nature do her job. Shoes just unwrapped and some s 
new we haven’t yet unwrapped them. Today’s best 
styles. Today’s best answer to that Easter urge for 
things brand new. 

“Come in and let us help you join in Mother Na- 
ture’s scheme.” 

[CONTINUED ON PAGE 100] 
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a Canning Company 


TANNERS | 
“BLACK AND COLORED SitEat ilies AND SIDES 
207 SOUTH STREET, BOSTON ,MASS.,U.S. A. 
fi YORK PHILADELPHIA) | ST. LOUIS 








BEARFOOT SOLES 


STREET 
WEAR 






Specify Bearfoot plain 
soles for your street shoes. 
Give your customer shoes 
that are flexible, comfort- 
able, waterproof, nonslip 
and long wearing. 











And Bearfoot costs less 
than good quality leather 


soles, 












Attractive in color and 
finish and taking a splendid 
edge set Bearfoot soled 
street shoes meet the exact- 
ing requirements of the 
times. 












Manufacturers are now 
showing samples of Bear- 
foot soled street shoes. 


We shall be glad to advise 
you of those manufactur- 
ers who carry in stock num- 
bers on Bearfoot soled 
street shoes. 








The Bearfoot Sole Co., Inc., 178 Lincoln St., Boston, Mass. 
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Fashion takes wings— 

The conquest of the air has for the 
moment greatly influenced styles. 
In her hats—her gowns—her foot- 
wear—is this vibrant motif re- 
flected. 


Sensing and gathering fashion im- 
pulses at their source—refining 
and applying these to the require- 
ments of the industry for greater 
profit and usefulness is the func- 
tion of the organization. 











PONAWAY~WINTER OCHS, TNE. 








134 SUMMER, STREET 


Paris < ViENNA « LONDON > 





( Pew England 
. 1E STYLE DESIGNERS - 
ZG 





BOSTON ~ MASS. 


Y 
Brooktyn~St Louis~Cnricaco 
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NO WASTE MOTION) 
@.The Picii, Flat Tread and the 


Balanced Cushion give the wearer 
a new sense of Life. 


Good Style and Good Shoemaking / 


ube: 


CUSHION HEELS 


Look for the 


“Ty” 


United Shoe Machinery 


Corporation 


BOSTON, MASSACHUSETTS, U.S.A. 
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The Finest Styles Also--- 





y 
MDiginien be 4 


eS = , SHOE or MEN 


8838—“Diamond Special.” Men’s Gun Calf, 
Welt, Half Rubber Heel, Dalton Last, Soft Tip, 
Lace Oxford, 6/11, B; 5/11, C and D 


8868—Same in Brown Calf. 


@ In the new Spring Catalog of March Ist you will find 
the finest styles as well as the popular priced numbers 
shown in detail. 


@ The many smart new styles are carried in stock in all 
sizes and widths—ready for quick shipment. They are 
produced and priced the “Diamond Brand’? way—for 
increased sales and for a profitable season. 


@ With Easter—the high point of the Spring season— 
close at hand, get a copy of this new catalog, order from 
it freely at once, and keep it on your desk for sizing up 
quickly from our big floor stocks. 


@ Your “Diamond Brand” man is constantly on his terri- 
tory and ready to call quickly with his many splendid 


styles. 


In Stock, Ready for Quick Shipment 


Pate ---.--.- - ST. LOU 


Branch of I. S. Co. 
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Who's Who on the Road 


“W ork—Hustle—S peed—Intelligent Application Make the 


EORGE H. LEVIRS, well known 
the country over, as women’s shoe 
manufacturer, stylist and shoe sales- 
man, recently joined the salesforce of 
the McGaffee Shoe Co. of Boston, mak- 
ers of women’s novelty McKays. Mr. 
Levirs will cover all of the principal 
cities of the East. 





OUIST.BLAKE, 
who has very 
recently taken over 
Middle Western 
territory for the 
Swan Shoe Co. of 
Baltimore, Md., is 
now calling on his 
trade. Mr. Blake’s 
field of action in- 
cludes western 
Pennsylvania, 
Ohio, Michigan, 
Indiana, I 11 inois, 
Wisconsin and 
Minneapolis and 
St. Paul. Mr. Blake has had a wide ex- 
perience in his line of work. For more 
than ten years he was in charge of the 
findings department of S. Halle Sons, 
and has a large circle of customer- 
friends. He is also enthusiastic over 
the Swan line and writes: “In the Swan 
Shoe Co.’s footwear I feel that I am 
carrying an exceptionally fine, and a 
most complete, line of children’s shoes 
and padded sole boudoir slippers.” 





Louis T. Blake 





F. EMERSON, who sells the line 
* of the Conrad Shoe Co., covers 
the big cities of the United States for 
his house. Mr. Emerson showed at the 
M. A. S. R. A. Convention. Among the 
new and “snappy” sports’ numbers for 
men were Toya cloth models. Mr. Em- 
erson reported that Conrad‘s new 
women’s welt factory is turning out 
some interesting “sport” shoes. 





D POOLE, 

who succeeds 
Maynard Moulton 
as Ault-Williamson 
Shoe Co.’s repre- 
sentative in west- 
ern Pennsylvania, 
is well equipped to 
keep up Mr. Moul- 
ton’s standard of 
sales and dealer 
service. His expe- 
rience in selling 
footwear started 
when he was thir- 
teen years old, on 
Feb. 13, 1913, at the Blair Boot Shop, 
Vandergrift, Pa. Since then he has 





Edward Poole 


been with the Kaufman Department 
Store, m the women’s shoe department, 
and with Altman’s and Vandergrift’s 
as buyer of women’s shoes. Mr. Poole 





Levey Bros. € 
Duane Street, New York City. 
Sperling will cover the volume buyers. 


Successful Shoe Salesman” 


By HELEN M. HANEY 


says that he is very proud to become 
a representative of A-W, and feels that 
his retail experience will enable him to 
be of real service to “Constant Com- 
fort” and “Constant Style” retail mer- 
chants. 


EORGE DAVEN who represents 
Best-Ever Slipper Co. in New 
York City, has had eastern Pennsyl- 
vania added to his territory. 





ACK SPERLING, who for many 
years represented the Bleecker Shoe 
Co. of New York, now represents the 
Shoe Co.’s line of Fg 
i 








ISN’T IT A FACT? 


(By Hugh M. Crull, General Sales 

Manager for F. Mayer Shoe Co., iu 

“The Martha Washington Merchan- 
diser) 


Isn’t It a Fact: That today 
Speed, Speed and MORE SPEED 
is the cry of the industry—80 to 
90 miles an hour—112 H.P.—the 
fastest four in America—are the 
claims of the makers. Old de- 
pendable startles us with 55 to 
65 miles an hour with ease. 

That the automobile industry is 
only typical of the business trend 
—SPEED UP. Business has 
speeded up—fast, faster, fastest. 
The world of industry is in high 
gear. New sales methods must 
be used, old prospects turned into 
new customers, time conserved 
and made the most of. 

That we are living in a year 
which will show even more speed 
and development. This means we 
must put on extra pressure in 
all things, shift into HIGH 
GEAR, and step on the gas. We 
must each and every one of us 
set OUR pace with the speed of 
today. 

That what you are this very 
minute is the natural result of 
the way in which you have used 
or abused your opportunities? 
Many salesmen sigh and state if 
I only had Bill Smith’s territory 
or if I had Jim Jones’ line to 
sell, or if my prices were lower, 
or if—if—if— That is not, the 
question. 

Look over our own salesman’s 
standing. How did the ten lead- 
ers on the force get there? 
Work, Hustle, Speed, Intelligent 
Application. 

These qualities have made 
more successful salesmen than 
all other forces combined. 











A. FRIEDLAND of San Fran- 
* cisco, who covers Washington, 
Oregon and California for the French 
Beading and Novelty Co., reports a 
good demand for buckles this season. 
Mr. Friedland will be remembered as 
the owner of the Hold-Tite Co., which 
sells a device for holding buckles. 





HEY christened 

him J. E. Wm. 
Prescott, “but the 
fellers call him 
‘Bill,’” as James 
Whitcomb Riley 
once wrote. “Billy” 
Prescott recently 
changed lines and 
during the past 
season has. been 
representing the 
Central Shoe Co., 
St. Louis, out in 
the Iowa territory. 
The Iowa retail 
shoe merchants have “reacted” to Mr. 
Prescott’s presentation of the “Robin 
Hood” line to such an extent that “Bill” 
opened nearly 75 new accounts in his 
first season with the line. Sioux City 
has recently been added to “Bill” Pres- 
cott’s territory and the 1928 season is 
opening very nicely. In every section 
where the association idea has taken 
root and propagated there have always 
been found one or two men who have 
been willing to do a lot of hard work, 
quietly, just to see the other feilows 
prosper. Out in Iowa “Bill” Prescott is 
one of the reasons why the Iowa Shoe 
Travelers’ Association and the Iowa 
Shoe Travelers’ Auxiliary have made 
such splendid progress. When there’s a 
real piece of work to be done, “Bill” 
Prescott is “the straight line between 
two points.” 





J. E. Wm. Prescott 


MOULTON, 
* who has been 
selling Constant 
Comfort and Con- me 
stant Style shoes in 
western Pennsyl- ; 
vania for the Ault- 
Williamson Shoe 
Company of Au- 
burn, Me., and St. 
Louis, has been 
made assistant 
superintendent of 
the factory at Au- 
burn. Mr. Moul- 
ton has made a 
fine record during his connection with 
the company, and his promotion is well 
deserved. After graduation from 
Bates College, where he won distinction 
as All-Maine fullback, he attended the 
New York University Graduate School 
of Retailing, where he learned the the- 
ory of merchandising, at the same time 


7 
¥ 


Maynard Moulton 
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TRADE MARK 


A front gore pump with a 
leather heel 


We know you will like the way it fits, be- 
cause it is built over our 309 combina- 


tion last. 


We are sure that it will not lose its fitting 
qualities; it is cut from good substantial 
materials and is French bound all 


around. 


We know it will give good service, for it 
has a good plump outersole, a 6 iron 
solid leather innersole, the very best grain 


leather counter, and a solid leather heel. 


t 


We are confident you will not regret put- 
ting it in for it can be retailed at a moder- 


Front gore sandal, 309 last. 14/8 ate price, and meets a growing demand 
leather Cuban heel. Wingfoot fiber 
top lift. Built-in steel arch supporting 
shank. Goodyear welt. 


Style 294—Black Kid ; os. ” 
Serle aint “re It is not an in-and-outer : When you 
IN STOCK want sizes quickly, you will find us pre- 


Widths AAA and AA pared to supply sizes quickly. 
Sizes 5 to 9 
Widths A to EEE 
Sizes 312 to 9 Why not put it in now? Your order will 


be filled within 24 hours of receipt. 


for dress types with leather heels. 





37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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doing practical merchandising work in 
large New York department stores, as 
this school requires. Mr. Moulton then 
became connected with A-W in a minor 
capacity, but showed such possibilities 
that he was given a sample case and 
sent to open up the northern New Eng- 
jand territory. From there he went to 
New York City to do more important 
work, and then to western Pennsyl- 
vania, where he brought that territory 
into line for A-W. It is felt that his 
success in his territory and his keen ap- 
preciation and knowledge of retail 
merchants’ problems will make him 
even more successful as a member of 
the factory organization. 


EORGE G. DALY, better known as 

“Big George,” formerly with Rob- 
erts, Johnson & Rand, has joined the 
selling force of Central Shoe Co. of St. 
Louis, Mo., to represent them in New 
Orleans, La. His sales office in that 
city will be located at 3025 Carondelet 
Street. Mr. Daly says that he feels 
much pleased with business prospects 
and intends to “turn the old town up- 
side down” with Robin Hood shoes for 
boys and girls. 





C L. SMITH of Kansas City who 
¢ formerly represented the Valley 
Shoe Co., has recently joined the sales 
force of the Huntington Shoe and 
Leather Co. of Huntington, Ind. He 
will cover Missouri and Kansas terri- 
tory. Mr. Smith is a sincere, quiet 
type of worker whose customers prize 
his careful and skilfull treatment of 
their merchandising wants. At the 
time K. L. Barton, Jr., now sales man- 
ager of the Huntington company, was 
identified with McElwain, Barton Shoe 
Co., Chicago and with Barton Bros., 
Kansas City, Mr. Smith was a member 
of those sales forces; the pleasing busi- 
ness relationships there formed have 
now been renewed. 





OU BROWN, well and widely known 

in Chicago and Central Western 
shoe trade, is planning a European 
trip for the coming spring and summer. 
Accompanied by Mrs. Brown, he will 
sail from New York in April for an 
indefinite absence overseas to visit 
some of the out-of-the-way points not 
covered on some of their many pre- 
vious journeys to the old world. Dur- 
ing his many years of successful shoe 
selling, Lou biowe built much goodwill 
among many retail merchants who 
prized his counsel and found his busi- 
ness advice sound and profitable. His 
many friends in the various branches 
of the trade will read with genuine 
satisfaction of his pleasantly planned 
vacation. 





HE relinquishing of their Chicago 

salesroom by Rice & Hutchins Co. 
has made many changes in the lives of 
men who have sold “Educator” shoes 
for years. One of the latest to announce 
a new connection is S. D. Davenport, 
now identified with Joseph M. Herman 
Shoe Co. Mr. Davenport will make his 
headquarters at 189 Madison Street, 
Chicago, where H. P. Smith is in charge 
as district sales manager. Sam Daven- 
port is one of the outstanding figures in 
the distribution of footwear throughout 
Michigan, where his friends are legion 
and his judgment has made money for 
two generations of shoe merchants. 


6 bw fine loyalty which characterizes 
the Indiana shoe travelers was man- 
ifested during the recent selling week 
of the Indiana boys at Hotel Claypool, 
when a number of the fellows took time 
from their own selling to cooperate 
with Charles E. Wilson, who suffered a 
stroke last fall and is confined to the 
hotel at the “Dennison,” where his line 
of samples is spread. Mr. Wilson is 


























Geo. G. Daly 


perhaps best remembered as the editor 
of the Indiana Live-Wire, a publication 
issued by the Indiana shoe travelers 
several years ago and which proved 
successful in swelling the membership 
of the “Hoosier” organization. 





= all sample rooms were closed and 
= buyers 


COOPERATION AT 
INDIANAPOLIS 


(By an Observer) 


INDIANAPOLIS, IND.—‘‘The out- 
standing feature of the recently 
held Indianapolis Convention was 
the loyalty of the members of 
the Indiana Shoe Travelers As- 
sociation to one another and to 
the retail shoe merchants and 
their appreciation of the efforts 
of “the other fellow” to make the 
“get together” of buyers and 
travelers a big success. During 
the luncheons and talks, all sam- 
ple rooms were closed and the 
occupants of these rooms were in 
attendance and on time. This 
good work was continued for the 
three days of the convention— 
from 12.30 to 2 p. m., at which 
time all the speech making and 
“eats” took place. Then, it was 
up and away again to the rooms 
for the buying and selling of 
shoes and allied merchandise. 
During the evening stag party, 





and salesmen attended 
practically 100 per cent. 

“The card party given by the 
wives and lady friends of the 
travelers to the wives and lady 
friends of the buyers was a 
charming affair. F 

“Managing Director Crooke re- 
ported that out of a registration 
of 800, the actual number of shoe 
buyers was over half. 

“Congratulations to Walter 
Crooke and Charlie Slinvher, who 
with their committees did a won- 
derful job. Crooke and Slipher 

= operated in verfect harmony. If 
= one occupied the vlatform. the 
other would be working busilv on 
the floor of the convention hall, 
and vice versa. Cooperation at 
Indianapolis was 100 per cent.” 
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RED C. EARL represents the Wil- 

liam Henne & Co., Inc., shoes in the 
big cities of the Middle West. Mr. 
Earl formerly handled the Bates-Dow 
line in this section. He shares an office 
with Charles W. Challis, who sells the 
Miller Shoe Co.’s line, with headquar- 
ters at Room 801, Baltimore Building, 
22 West Quincy Street, Chicago. 





Will Wieses, formerly in charge of 
The United States Rubber Co.’s inter- 
ests in Des Moines, Iowa, now has 
charge of the Indianapolis branch of 
the same company. 






OHN U. McALLISTER, known as 
Texas Jack to a large circle of his 
friends, is now covering “The Lone 
Star State for Wichert, Inc. of Brook- 


lyn. 


OMER F. PROUTY, who sells the 

output of the factory for the 
Kimel Shoe Co. of Haverhill, Mass., 
reports a splendid business with fac- 
tory operating at capacity. Mr. Prouty 
says that black patent is one of the 
most popular materials. 





OHN S. WHITTEMORE of Newton- 

ville, Mass., who represents the 
Krippendorf-Dittman Co., in New 
York State and New England, has re- 
cently returned from a trip through his 
territory. Mr. Whittemore _ reports 
that patent leather is selling to the 
extent of 75 per cent. He also reports 
a surprisingly large sale of white kid 
shoes, in straps and step ins, with a 
few tie patterns. “It looks like a big 
season for white kid,” says Mr. Whitte- 
more “In heels, the Cuban is more in 
favor than ever. Heels from 14/8 to 
and including 16/8 heights, are in de- 
mand,” said he. 


ILLY NOLL, who represents the 

Foster Rubber Co., visited some of 
his accounts in the Middle West imme- 
diately following the N. S. T. A. Chi- 
cago Convention. Between sales of 
Catspaw heels, Billy, who for 27 years 
has been secretary of the Boston Shoe 
Travelers, attends to association af- 
fairs. He recently reported that a 
dozen new members had been added to 
the roll call since January of this year. 





OHN SULLIVAN, whe for eight 
years has represented H. E. Acker- 
man, wholesaler of men’s and women’s 
popular priced shoes at 604 Atlantic 
Avenue, Boston, says that women’s 
patent leather and black satin straps 
are selling well; that the proportion 
of the color demand in women’s’ lines 
is 75 per cent for black, and in men’s 
lines, 85 per cent for black. Mr. Sul- 
livan reports that new patterns in 
women’s shoes are constantly arriving 


John’s connection with the industry 
extends over a period of about 14 
years. His selling territory has a 


radius of about 75 miles from “The 
Hub.” Among the good numbers for 
the late spring and summer selling 
Mr. Sullivan predicts that white kid 
will be prominent. Andrew Magnus, 
also well known to the trade, is buyer 
and manager for H. E. Ackerman. 
Mr. Magnus has been with this house 
for 20 years. 
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“ROSALIE” 
Special Process 


B129—Patent Leather ..$4.65 
a ~- F ed Croco- 5 


dile Calf .. 
B155—wWhite Calf .. 


“CLARE” 


Special Process 
22/8 Hee 


B294—Dark Beige Suede. 05.08 








“BROOKLEA” 


Goodyear Welt 
12/8 Covered Heel 


B184—Beige Calf, 
Beige Lizard 
Calf m ...85.2% 











“JOSELLA” 
Special Process 
B103—Patent Leather 
with Parchment 


Piped Buckle 
$4.85 


“DELILAH” 
Special Process 
B126—Patent Leather ... 
B136—Beige Calf 
“RANGOON” 
Special Process 


“ACE” 
Special Process 
B101—Patent Leather... .$4.65 
B109—White Calf 


“PRINCESS” 
Special Process 


B1652—Genuine Beige Lis- 
ard a Kid to 


B151—Genuine Beige Li 
ard with 
“REGENT” 
Special Process 


“REGENT” 
19/8 Heel 
B150—Black Satin, 
med. narrow toe....84.35 
B154—Patent Leather, 
med. narrow toe 
B3942—Black Satin, 
med. round toe..—.. 


B3672—Patent Lea- 
ther, med. round toe. 4.35 


Goodyear Welt—Cov. 
Heel, Collegiate Last 
B761—Tan Calf with 

Liza Calf 

Trim to Match.$5.25 


“NORMANDY” 4.35 


Special Process 





SIZES AND WIDTHS 


AAA ......5% 
ie 0scennte 
Weeseseeer 
i neencounel 


Terms Net 30 Days 


- Twenty-five cents addition- 
al for orders of less than 

B162—White Kid .... three pairs 

B153—Patent Colt.... 








“INA” 


Special Process 
Cuban and Spike Heel 
Combination Leather Bow 

296—Honey Beige Kid, 
Spike Heel 8 
B298—Plaza Grey 
Spike Heel 
B295—P atent Leather, 
Spike Heel 4 


B106—Patent Leather, 
Cuban Heel ft 


“CLARE” 
Cuban and Spanish Heels 


B226— whit 

Span 4. 
B285—Silver 

Spanis 








“CLASSIC” 
Goodyear Welt—Cov. 
Heel 


B602—Genuine Amber 
Alligator 

BG686—Genuine 
Alligator 








THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 


“OKAY” 
Special Process 


B192—Patent Leather $4.85 
B108—wWhite Kid.... 5.15 
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Louisville Merchants to Start 


Spring Campaign with Style Show 





Attendance of 75,000 Ex- 
pected in Big Armory 
Building 

LOUISVILLE, Ky.—The Louisville Shoe 
Dealers Association of Louisville, Ky., 
are giving a style show on March 14, 
15 and 16. The show will be given at 
the Jefferson County Armory. Seventy- 
five thousand tickets have been distrib- 
uted among the various shoe dealers 
participating in the event, which in- 
cludes all the representative shoe 
dealers in Louisville. 

Maurice B. Ades, Louisville repre- 
sentative of the Friedman-Shelby 
branch of the International Shoe Co. 
and Secretary of the Association, pre- 
dicts the biggest event ever attempted 
in Louisville. The Courier-Journal and 
the Louisville Times are sponsoring the 
show. 

Charles Fedler, Jr., is Chairman of 
the Style show, and committees are as 
follows: 

Publicity—W. H. Lyons of Byck 
Bros., chairman; L. F. McConnell, E. 
R. Thomas of Stewart Dry Goods Co., 
and M. B. Ades. 

Armory—Stuart Levy, of Levy 
Bros., chairman; J. W. Latham, Besten 
& Langen; R. M. Price of Byck’s; Al 
Ermann of J. Bacon & Sons, and H. 
M. McClasky of the Louisville Times. 

Program and Ticket—G. B. Hays of 
the H. & E. Shoe Co., chairman; T. R. 
Browne of Nisley’s Boot Shop. 

Store—Sidney Bernheim of the 
Courier Journal, chairman, and Chas. 
Fedler, Jr. 

Children’s—R. S. Manchester of the 
Herman Straus’ Sons Co., Bernard 
Feige of the Fred Feige Shoe Store, R. 
“Dick” Geisting of the Dan Cohen 
Shoe Co. 

Women’s—J. B. Eubanks of the Du- 
rand Perry Slipper Shop, chairman; H. 
Keeley of Husch Bros., and W. T. Hay- 
worth of Queen Quality Boot Shop. 

Men’s—Fred B. Kohler, chairman; 
Rodes Rapier Co., and T. S. Van Heu- 
sen of Boston Shoe Co. 

Officers of the organization are 
Rodger Dougherty, president; H. 
Schutz of the Walk-Over Boot Shop, 
vice-president; Maurice B. Ades, secre- 
tary, and Edward Anderson, treasurer. 





New Portland Store 


PORTLAND, ORE. (UTPS)—Ground 
Gripper Shoe Store has been ~y 
rated here by — L. Buland - 
drew Koerner and Herbert L. Swett. 
Capital $10,000. 








A Real Recorder Reader 


MositeE, Ata.—J. J. Damrich cele- 
brated his eighty-sixth birthday Febru- 
ary 24, by going to business as usual, 
for this remarkable young man is still 
actively engaged in the retail shoe busi- 
ness that he started years ago. He be- 
gan to read the RECORDER when copy 
No. 1 of Volume 1 was printed, and 
has read every subsequent issue. 





Boston Stores Do Big 
“Palm Beach”’ Trade 


Boston, Mass. — Retail shoe stores 
and shoe departments report a good 
Palm Beach footwear business. This 
started in with December in earnest, 
and is now practically over, although 
special cases of shoes appropriate for 
the late visitors to the Southland, Ber- 
muda, and other resorts, continue to be 
shown. Satin straw and toya cloths 
are favorites in the advance offerings 
and were excellent sellers for the Palm 
Beach trade, with plain white toya 
much in demand. Tapestries also were 
chosen in distinctive patterns, and 
almost “custom” ordering has been the 
rule. For instance, an exclusive shoe 
store manager reports that “two 
women would want one pattern; four 
would want another, and perhaps seven 
would demand another totally different 
design.” 

Black patent leather in straps and 
brown lizards are volume sellers. A 
cut-down eyelet tie in brown calf of 
medium shade, and all-over alligator in 
oxfords and straps are moving well. 
Alligator is also noted as a trim for 
sports patterns. One high-grade Boyls- 
ton Street shop is showing many pat- 
ent leather high-throat pumps, with 
large cut steel buckles. A suede tie and 
strap in a soft shade of beige, with 
an alligator tip, and an exotic “peony” 
pattern on the quarter, 14/8 heel, is a 
volume seller. It was explained in one 
of the shops visited that this color of 
soft beige has just enough of the neu- 
tral in itto be worn with either a gray 
or a tan tweed combination in a suit. 

The first real snow storm of the 
Winter, which visited Boston on Feb- 
ruary 18 and lasted on the city and 
surrounding country streets, in particu- 
lar, until the middle of the past week, 
stimulated the sales of overshoes and 
rubbers. The woman who did not wear 
a pair of overshoes during the first 
few days of last week was the excep- 
tion. The low top gaiter was the best 
seller and was the most frequently 





noted on the feet of the public. 








Contests to Assure 
Attendance at 
N. W. Convention 





Prizes for Most Booths Visited 
and for Largest and Small- 
est Feet to Be Awarded 


MINNEAPOLIS, MINN. (UTPS)—The 
management of the convention of the 
Northwestern Shoe Retailers’ Associa- 
tion, March 12-14, in the Hotel Nicol- 
let, is chuckling over a method adopted 
to insure attendance up to the last 
session and consistent inspection of the 
exhibition booths. 

Another interesting feature is to be 
a takeoff on the overdone Cinderella 
shoe contests. 

In the latter case the Suitcase Simp- 
son and the Cinderella among the shoe 
men and among the travelers are to 
be dug out by a novel contest. Four 
prizes of $5 each are hung up. The 
big shoe man will be ferreted out 
among the retailers as well as the 
Cinderella by the shoe travelers. In 
the case of the travelers the retailers 
will be the judges. 

In the former case retailers will have 
a strong incentive to visit every booth 
and to stay to hear who is to get the 
first, second and third prizes of $40, 
$25 and $10 cash respectively. As in 
the former instance the prizes are to 
be offered by the Apparel Merchants, 
which is the association organ. 

To check upon the booth visits each 
dealer will receive a check signed by 
the traveler in charge. Therefore the 
more booths visited the more chances 
the retailer will have to obtain the 
prizes. Every man whose name is 
called must be at the meeting the final 
day, however, or the next name will be 
called as it is taken from the pile of 
name checks. The fact that all conven- 
tion sessions are to be over the lunch- 
eon table makes it possible for every 
dealer to inspect every one of the 
scores of exhibits. 

The complaint is so common at all 
conventions that delegates fail to give 
the proper attention to the convention 
exhibits, the convention committee de- 
cided to offset this tendency in some 
way and the plan adopted appeared to 
be the most py effective that 
was suggested. 





Dr. Conaty Joins Powell 


OtympiA, WasH. (UTPS)—Dr. J. S. 
Conaty, the well-known foot specialist, 
has become associated with Powell’s 
Shoe Store here. He has recently been 
admitted to the State of Washington 
as a surgical chiropodist. He was 
formerly with Hanan & Sons of 
Chicago. 
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Chairs are 


half 
the shop 











Liquid Suede Dressing 
Will Not Smudge 


AINTY hosiery and apparel 
will not suffer from soiled 
spots, nor will this dressing mat 
3 Ta suede slippers. They stay soft and 
ps dainty as when new. The high qual- 
ity of this Dressing will please your 


_ H A I RS feminine trade. Comes complete 


BOVE everything else, the shoe shop demands with applier and wire brush. Made 
good chairs. It is one business where customers in all popular shades. 
must be seated. 
Milwaukee Chairs, because of their beauty, comfort . 
and utility, are waking up shoe stores everywhere. Price $48 per gross 
These famous chairs are making pretentious-looking 
stores out of the ordinary—creating better business for 
owners and greater satisfaction to patrons. 
The photograph above shows the store of C. A. Stevens 
& Son, Chicago. A beautiful store made more beauti- Sticks are handy 
ful and attractive by Milwaukee Chairs. for traveling. 
Dispense with your “tired-looking” chairs. Snap up Quick and easy to 
your store—give it an air of distinction. Refurnish use. 60 colors. 
with Milwaukee Chairs. Pri 
s ‘ : rice $48 
We will be pleased to give suggestions for the seating per gross. 
arrangement of your store and submit a variety of 
designs for your consideration, with cost estimates. 
There is no obligation. 
THE MILWAUKEE CHAIR COMPANY 
624 South Michigan Ave., Chicago 


MILWAUKEE 
CHAIRS 


Makers of Hy fine chairs Everett & Barron Co. 


for over half 7 a century Providence, R. I. 


Cinderella Suede 






















































New Orleans Shoe Men 
Back “‘Grade Up’”’ Move 


New ORLEANS, La.—A _ determined 
effort to reduce the number of returns, 
grading-up, co-operative promotiona! 
activities, and closer harmony and 
friendship between shoe retailers form 
the major program of the Shoe Division 
of the Retail Merchants Bureau, New 
Orleans Association of Commerce, for 
1928, Chairman Fred J. Eckert an- 
nounces. 

“In our efforts to reduce materially 
the number of returns,” he says, “we 
shall use educational methods. First, 
there is much need for education in 
the stores. Many of the returns are 
due to over-insistence on the part of 
salespeople; so we shall have to edu- 
cate salespeople to the realization that 
returns are extremely costly to the 
store and should be eliminated. We 
shall also endeavor to educate the buy- 
ing public to the fact that returns in- 
crease the cost of selling, and that this 
increase is in turn passed on to the 
consumer. 

“We should, I believe, stress style 
more and price less in New Orleans. An 
effort will be made this year, through 
the Shoe Division, to grade up in the 
shoe business. 

“There is much we can do in a co- 
operative way to promote business. We 
have not yet decided what activities > 
shall foster, but we are determined to 
promote some co-operative activities 
for the good of the industry. 

“Through our monthly dinner-meet- 
ings we are constantly creating a better 
and more friendly spirit among our 
shoe merchants. To bring about a 
closer relationship, we are making an 
effort to get every shoe dealers in the 
city in our organization.” 

Mr. Eckert’s reputation as an ag- 
gressive leader was fully realized by all 
shoe men and so expressed when they 
selected him as their leader for 1928, 
He will undoubtedly receive their 
whole hearted support. For the past 
27 years he has been with the Imperial 
Shoe Co., rising to his present position 
as buyer and manager of the women’s 
shoes from that of errand boy. 





Kingston Promoted 
to Partnership 


BuFFALo, N. Y.—Otto L. Guyer, who 
overates one of the finest shoe stores 
in the country, at 72 West Chippewa 
Street, this city, featuring men’s and 
women’s orthopedic shoes, has _ pro- 
moted Phillip A. Kingston, who for the 
past 20 years, has been a salesman at 
this. store, to a partnership. Mr. 
Kingston commenced work as a sales- 
man at the Guyer store rivht after his 
school days. He had early made up his 
mind that he liked to sell shoes to the 
public better than anything else in the 
world. Through his knowledge of his 
work, plus a splendid personality. he 
has established a good clientele, and has 
in every way fitted himself for his pres- 
ent position. 

This retail shoe store is 25 years 
old. It is known as an establishment 
where a correct fitting service is given. 
It “talks” to the public attractively and 
frequently through its window trims. 
Its repair department is one of the very 
most up-to-date and efficient. 








Everything But Oysters 
on the Half Shell 


A RECORDER representative ob- 
served in a small store in a small 
town scarcely twenty miles from 
Boston, this array of merchan- 
dise: 

A few oxfords for street wear, 
some house slippers, some school 
shoes and some first step shoes; 
also a few pieces of kitchen-ware, 
pots, pans and kettles and chop- 
ping bowls, a couple of dresses, 
and a miscellaneous array of un- 
derwear. 

Besides, there was a sign: 
“Dressmaking Supplies With- 
in.” 
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Kansas Merchants 
Meet March 12-13 


WIcHITA, KAN. 
—The Kansas 
Shoe Retailers’ 
Association will 
hold its annual 
convention in this 
city on March 12 
and 13. The 
Wichita retail 
shoe merchants 
are the hosts and 
have voted to de- 
fray all expenses 
of an interesting 
and constructive 
program, includ- 
ing a big banquet, scheduled for the 
last evening of the show. There will be 
about 30 to 40 lines on display, includ- 
ing those of many Eastern manufac- 
turers. President O. L. Newby of Law- 
rence, Kan., and L. P. Hallack, secre- 
tary and treasurer, state that this 
promises to be the best and largest 
Kansas State Convention ever, and 
that “a general good time is planned.” 
Among the speakers will be Ex.-Gov. 
Allen, and one of the leading bankers 
of Kansas, as well as specialists on 
style, financing, and other important 
topics. There will be a style show, dis- 
playing on living models the shoes that 
will sell the best in this section, in- 
terspersed with vaudeville acts. A trip 
through one of the five big airplane 
factories, and a free ride in one of the 
planes is included. Inspection of a busy 
boot factory, and several other attrac- 
tive and educational features will be 
offered to the delegates. “It won’t cost 
you a dime, except getting here and 
hotel expenses,” writes Secretary-Treas- 
urer Hallack. The program has been 
arranged to include the ladies and vis- 
iting merchants are invited to bring 
their wives and daughters with them. 


L. P. Hallack 





Hodgin Now Manager 


CoLumsus, OHIO (UTPS)—Leonard 
A. Hodgin, who has been with the Dixie 
Shoe Store, 163 South High Street, for 
several years, has been made ‘manager 
of the store. He came to Columbus 


from Springfield, Ohio, where he had 
extensive experience in the retail shoe | 
business. 
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Beige Suedes Selling 
| in Cincinnati Shops 


CINCINNATI, OHIO0—According to lo- 
cal shoe merchant predictions, the 
spring and summer season will be the 
best in years, although business in re- 
tail shoe circles is rather slow at pres- 
ent. Most women bought shoes at Janu- 
ary sales and merchants figure they 
will be in the market for more shoes 
from March 15 to April 1. 

Beige suede oxfords are moving fairly 
well at The Smith-Kasson Company, 
reports John Logan, shoe department 
manager. Beige and gray suede in 
pumps and straps are being featured at 
Smith-Kassons and Mr. Logan expects 
them to be good through spring. A 
blonde kid pump with lizard quarter 
and chain effect across instep has been 
quite a sensation among recent shop- 
— and the new photographed kid 

as started moving. Patent pumps are 
holding up very well, Mr. Logan said, 
but dark blue kid is getting many sales 
that heretofore went to patent. Pat- 
terns are practically the same as those 
sold during the winter months with the 
exception of strap changes. At Smith- 
Kassons favor is pretty well divided 
among plain One Straps, T-Straps, 
Trick-Straps and Wishbone-Straps 
Mr. Logan said that present indica- 
tions point to a very strong white 
summer. 

Colored kid has taken an upward 
move during the past few days, accord- 
ine to Mr. Greiber, manager of Pohl’s 
Walkover Shoe Store. Mr. Greiber ex- 
pects black patent to remain popular 
and thinks lots of suedes will be worn 
this spring. 

Sales on tan in the men’s department 
are greater than those on black and as 
the season advances Mr. Greiber ex- 
pects sales to be 65 per cent tan. 





Shoe Dep’t Enlarged 


HARTFORD, CONN.—The W. G. Sim- 
mons Corp., of which Thomas S. Childs 
of Holyoke, Mass., is President, and O. 
C. Martin of this city is Vice-President, 
has recently remodeled its store, in- 
cluding the enlargement of its women’s 
shoe department to one of the most 
attractively and best equipped of its 
kind in New England. Mr. Martin, 
who buys, as well as manages, the 
women’s shoe department of this house, 
reports that the new shoe development 
has been necessary to take care of his 
rapidly growing tade. The seating de- 
partment will be doubled, and the foot- 
wear section modernized in every detail. 





Getting Ready for Spring 


Mason City, Iowa. — Nicholls & 
Green, Mason City retail shoe mer- 
chants, recently remodeled their store 
interior, installing an entirely new out- 
fit of fixtures, including opera chairs. 
The shelving has been so arranged that 
every pair of shoes is in easy access 
for any of the salespeople on the floor. 
An attractive hosiery department has 
been added. Nicholls & Green now op- 





erate six stores in Iowa, including two 
in Mason City, two in Marshalltown, 
| and one each in Ames and Algona. 
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A new last, 


A new pattern, 
A new price. ‘ ve e . 9° 
' & The Aegionnaire 


Style—sells on sight 





STYLE 954 L P “ “ 
—one- 
Men’ lack pad . ast width combination 
ucher Oxford, 
Soft Box, Neat Pattern—ankle snug 
eyelets. Widths C 


and D.. Sizes 6-11. $ 
Tan Willow Calf FULL GRAIN CALFSKIN 





Both numbers now OXFORDS IN STOCK 


in stock. 





BLACK & TAN 


Manufactured and Fully Guaranteed by 


The Herold-Bertsch Shoe Co. 
GRAND RAPIDS, MICHIGAN 





A new light weight The one quality sport 
sport shoe with ven- shoe priced sensibly. 
tilated vamp and non- Barbour stormwelt 
skid leather belting keeps shoes in shape, 
sole. Gives that slipper and adds an extra style 
like feeling of comfort touch. 


DUXBAK BELTING SOLES CORDO.NTDE LACES 
J. S. BARNET’S BRAWNIE CALF 2 ar hae ae 
A. L. BERRY FLEXIBLE INNERSOLE P , aes sila 


for women— 
Spiked if " for men— 


esired 
Spiked if 
Desired 


Light Weight 
Ventilated 


1426—Rueping’s smoked elk x : ~-s@ Gallon’s number 3 Norwegian 
and Norwegian lacestay, wing Sas - re lacestay and foxing with 
tip and foxing white har- a ‘ smoked elk and U. S. Spring 
step heel. 


ness stitched. 
$5.25 In Stock 


$5.25 In Stock 
Write for Sales and Merchandising Plans 
(DESIGNED BY GEORGE AULBACH) 


Manufactured ~~ SCHWARZ-RUGGLES, Inc. ““niss" 


























THE SHOE MERCHANTS NEWS, SATURDAY, MARCH 3, 1928 








Chiropodists Hold 
Shoe Style Show 


Boston, Mass.—The Ninth Annual 
Convention of the Massachusetts Chir- 
opody Association recently held a 
two-day-and-night session at the 
Hotel Statler, and featured lines 
of style-in-comfort footwear, with 
the correct hosiery and costuming, for 
spring, 1928, as well as exhibits of 
rubber heels and soles. A large num- 
per of the trade, including retail shoe 
merchants and their salesmen were 
present. There was a most interesting 
program which occupied the mornings 
and afternoons of both days from 9:45 
a. m., until 10:00 p. m., concluding with 
a banquet. The subject of the “X-Ray 
Pertaining to Podiatry,” was treated 
by Dr. J. J. Klar; “Various Aspects of 
Hallux Valgus,” H. G. M. Mason, M. D.; 
“Some Phases of the Proposed Men’s 
Shoe Campaign of Interest to Chiropo- 
dists,” Ernest Burrill; “Physical Ther- 
apy with Incidental Consideration of 
Foot Pathology,” Frank B. Granger, 
M. D.; An orthopedic clinic was pre- 
sided over by Otto F. Schuster, assisted 
by Bryde Campbell of New York; 
“Diabetes in Foot Pathology,” by a 
group of prominent physicians. 

The Correct Shoe Revue was given 
under the direction of Joseph Lelyveld, 
Clinician-in-Chief of the Foot Clinics 
of Boston, who announced to a large 
audience, as well as over the mike, 
that this was the first “Correct Shoe 
Style Revue” held under the auspices 
of the association of chiropodists and 
podiatrists, vitally interested in the 
care and treatment of the human foot, 
and who believed in shoes correctly 
made and correctly fitted. 

The name of the maker of the shoe 
and the retail shoe store which sold 
it was given by Dr. Lelyveld to his 
invisible audience, in a most interest- 
ing talk. The selling points of each 
shoe were written for Dr. Lelyveld by 
the merchants, themselves: For in- 
stance, C. E. Ruggles, of Shepard’s, 
described the Answer Shoe, made by 
A. E. Little Co., and told about its 
ancestor, “Grandmother Sorosis.” The 
yound lady model wore a tan three- 
strap with her dark biue suit; over 
her arm she carried a huge red ques- 
tion mark. She also showed a black 
oxford. John W. Goebel of the Canti- 
lever Shops, wrote the description of 
the Cantilever shoe’s principles; the 
Cantilever model wore a honey beige 
tie; Crossett’s Supple Treads model 
wore brown ties; she also showed 
gray ties; Dr. Saklad’s model wore his 
special Meta-Support shoes in tan; she 
also showed a black tie; Claude Merrill 
of the Merrill-Grover’s Shoe Shop, was 
the author of the talk about the prin- 
ciples of the J. J. Grover’s Sons Co. 
shoe; his model wore a pair of black 
welt oxfords with a gray and rose 
sports suit; Wm. H. Walsh told about 
the Arch Preserver shoe, made by E. 
T. Wright & Co., which was modeled 
by a young man wearing a medium 
gray suit, gray hat and a black oxford. 
The Queen Quality Shoe Shop’s model 
wore maroon kid ties, with her printed 
silk wn; the Red Cross line, was 
explained by B. Friedenberg, buyer for 
the shoe department of Plotkin Bros.; 
the model wore a beige kid strap, com- 
plementing a leopard skin coat. Black 
patent leather ties were chosen by Ross 











— 
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The photograph above shows the con- 
tribution of the shoe department to a 
Leap Year party recently held by the 
employees of the Davison-Paxson Com- 
pany of Atlanta, Georgia. The entire 
sixth floor of the big building was 
turned over to the merrymakers. 

The party was in the nature of a 
Cabaret Night Club. During a sump- 
tuous supper by Caterer Davenport, 
several stunts and big time cabaret 
acts on the program were interspersed 
with dancing, where the young ladies 


The Shoe Department Goes on a Tear 





“pursued the male” throughout, using 
her leap year prerogative, doing the 
“breaking,” etc. Gordon C. Anderson, 
popular advertising manager, was 
nearly danced to death. 

One of the most popular numbers of 
the evening was presented by members 
of the Patrician Shoe Department in 
their song and dance number, “Ride the 
Jitney Bus.” Pictured above, reading 
from left to right—J. L. Carroll, sales- 
man; William Harvey, receiving clerk: 
Mildred Hall, bookkeeper; and P. J. 
Shuttleworth, Hired Help. 








Bros., for the Trupedic model. Thayer 
McNeil Co. showed a dark tan oxford 
on their Plastic model; the Walk-Over 
model, clad in black velvet, showed 
this company’s “Fashion Welts” in 
black patent leather ties. 





Madame Jeffries to Be 
Style Show Director 


Boston, Mass.—Madame Hamilton 
Jeffries, Recorder Style Advisor, has 
been appointed to take charge of the 
Boston Shoe Style Show, which will be 
held at the Hotel Statler, July 9-11. 
Madame Jeffries will work under the di- 
rection of A. F. Bancroft, Chairman of 
the Style Show Committee. There will 
be two performances on the afternoon 
and evening of each day. The Madame 
promises an entirely “diflerent” treat- 
ment for this fashion footwear, and 
“other wear” presentation, which will 
not only be “snappy,” full of life, and 
pleasurable, but highly instructive as 
to “what will be what” in apparel, for 
the coming fall and winter seasons, 
with hosiery and shoes very much “in 
the limelight” of a correct complement 
to the ensemble. Men’s and children’s 
shoes will also come in for a new and 
constructive runway featuring 





New Dorothy Dodd Dep’t 


NEw ORLEANS, La.—A new Dorothy 
Dodd shoe department is to be opened 
before Easter in Birmingham in the 





Caheen Bros., Inc., store by the T. G. 
Plant Co. This new department which 
will be located on the third floor, is to 
be of the Salon type and it is the inten- 
tion of the management to make it one 
of the most attractive shops selling 
shoes in the South, Practicability is not 
to be sacrificed for beauty as concealed 
fixtures will give that different atmos- 
phere. This department will really be 
a separate and distinct shoe store with- 
in a store. E. J. Sanders, who is in 
charge of the two Birmingham Plant 
stores, their new Nashville store as well 
as their store in this city, is planning 
to move his home and headquarters to 
Birmingham in March. A. W. McGaba, 
formerly of the Memphis store, is suc- 
ceeding Mr. Sanders as manager of the 
a department in the Kreeger store 
ere. 


Rhode Island Merchants 
to Hold Banquet, March 6 


PROVIDENCE, R. I.—The annual ban- 
quet and frolic of the Rhode Island 
Shoe Retailers’ Association is to be held 
this year on March 6 at the Turks Head 
Club, this city. Dinner will be served 
promptly at 6:30 p. m. 

The committee in charge promises 
that among the guests of the evening 
will be A. H. Geuting, president of the 
N. S. R. A.; Andrew J. Gillis, well 
known mayor of Newburyport, Mass.; 
and Lewis F. Griebel of New York 
City. 
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USWC 
ALPHA 


Daintiness ... —— veeditea 


Screws 





BrusgveE masonry has no regard for stylish slender heels. 
Improperly attached wood heels become loosened or lost 
when suddenly wrenched. 





byed | 















4] The picture isn’t an unusual test. It denotes the security wuemmyened suvetions 
3 2 forestall vain regrets 

and ruggedness obtained by using WAC ALPHA Woop HEEL by insisting on the 
Screws. Their exceptional holding power sets the heels true use of Alpha Wood 
d sisid. Unvieldi l k h . a oe Heel Screws by the 
and rigid. Unyielding leverage keeps them in exact position senate thie 
—gripped to the heel seat. The defiant roughness of paving important little detail 
. : that will safeguard 

and crosswalks meet surprising resistance, because yanks and enue enduron 





twists cannot “start” wood heels attached with help create good will 
AtpHA Woop HEEL Screws. 













United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Here’s something you’ve wished for 
many times to raise the instep of a pump 


Carter’s “VAMP EASER” 


Sold by 


John Lawrie & Sons 
515 So. Franklin Ave. 
Chicago, Ill. 


(Sells to jobbers only) 






Blog Shoe Findings Co. 
147 Duane St. 
New York City 


Eases Opera Pumps that Bind the Instep 


One Easer fits all sizes, either right or left. 















Automatically adjusts itself to high or low heel pumps. 


Saves Time and trouble. 
Strong and Durable. 


Pays for itself in Service. 
Made of Metal. 


If your local jobber cannot supply you, send direct to 


CARTER’S VAMP EASER CO. 


VALLEY STREAM, N. Y. 





Sold by 


Lichtenberger-Fergusoit 
262 So. Los Angeles St. 


Los Angeles, Cal. 
Shoe Sundries, Inc. 


210 St. Clair Ave., N. W. 
Cleveland, Ohio 










































Our Hobby: 
ADVERTISING NOVELTIES 
FOR CHILDREN 


Twenty years experience in manufacturing advertising 
novelties enables us to produce the kind that children 
like—and the kind that brings results to the shoe store. 

Satisfied customers everywhere prove we have the iine 
that pleases. 


For catalog, write Don C. Barnard, 
Care SCHINDLER STAMPING and TOY CO. 
1401 W. Delaware Ave., Toledo, O. 






























A BOUDOIR BUY. I have been 
making boudoirs up to a standard ' 
of quality that has gained wide- 
spread sales for me. My business 
is dependent on repeat orders, so 
the first and subsequent sales must 
satisfy buyers. If you do not know 
my line from experience, let’s get 
together today. I have a stock of 
ready to ship numbers in 
black and _ colored satin. 
Leather or rubber heels. 






IN 
STOCK 


36 Pair Cases 


A. W. GREELEY 








Deliveries At Once 












Moccasin Work Shoes At the old prices 


In Stock—Immediate Delivery—We have 
have not raised our prices! 


Stock No. 201 — (Nailed 
Shoes) Sturdy Black Elk 
Uppers, Sport Gomp. Soles, 
Dry Welt to Heel 

Stock No. 195—Same, in 
SOD GEE cececcccvccsccoeses 










Stock Neo. 210 — (Nailed) 
Sturdy Black Retan Uppers 
Leather Outer Soles, Dry Welt 
06 Te. sdccécnnaeasean $2.15 
Stock No. 215 Same, in 
PON swc00sesee re 
Stock No. 3038 Goodyear 
Welt, Sturdy Black Retan 
Uppers, Sport Comp. Soles, 
Leather Middle Soles, Dry Welt 
Op BENE ccccecesesvccccs $2.65 
Stock No. 3049--Same_ in 
ML aévenantasnaennbne $2.65 


Stock No. 1104—Black Grain 
Split Uppers with Comp. Soles— 
‘“‘A bear for wear’’......81.90 
Stock No. 1195—Same, in 
St Autedaeweanesecanes 81.90 
Men’s shoes packed in 12 pr. 
cases—standard size runs. 


Stock No. 
Sewed) 
Uppers, Grain Innersoles, Sport 


1306— (Goodyear 
Sturdy Black Retan 


Comp. Outers, Dry Welt to 
re =idines aide nti del 82. 

Stock No. 1305—Same, in 
We 400tessdbekenweene $2.35 


Stock No. 1206 — Goodyear 
Welt, Best Quality Black Elk, 
Double Leather Soles, ‘‘Uskide’’ 
Outers, Dry Welt to Heel. 83.00 
Stock No. 
_ f eerie — 

Stock No. 200—RBOYS’ (Nail- 
ed) Sturdy Black Retan Uppers, 
17 Iron 
Sizes 1-6 


1205—Same in 
$3.00 


Orders at old prices accepted 
for shipment up to April 15. 


J. A. KEMLER, 108 Lincoln St., BOSTON 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 























Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 



























Richards & Brennan Co., Randolph, Mass. 
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BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 


























ve Gute Sat 
11 South Street 
Bosten 


























HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











Colors Freely 
Ordered for 





Cincinnati In-Stock Depart- 
ments Are Busy Filling 
Current Black Demand 


CINCINNATI, OHIO.—A majority of the 
shoe factories in this section have 
booked a large enough volume of or- 
ders to assure a fairly good run for 
some time. Weather conditions around 
February 15 caused orders to drop 
off, but several manufacturers report 
orders for the first two weeks of Febru- 
ary to have been far beyond expecta- 
tions. Orders coming in from road 
salesmen, specifying future delivery, 
favor colors, while in-stock depart- 
ments are doing a big immediate deliv- 
ery business on black. 

The Big K Shoe Company, manufac- 
turers of misses’ and children’s shoes, 
have booked a fairly satisfactory 
amount of spring business on black 
patent and colored calf and kid. Ox- 
fords, plain pumps and one-straps are 
equally good, according to Wm. S. 
Dunker, sales manager of Big K. 
Orders have dropped off considerably 
in the past few days, but Mr. Dunker 
is sure a break in the weather wil! 
change things. 

February shipments were very heavy 
at The Air Mail Division of The 
United States Shoe Company. Frank 
Cahill, general manager, reports spring 
orders to have been much better than 
was anticipated with immediate deliv- 
ery orders specifying approximately 
60 per cent black. The Air Mail fac- 
tory is running at capacity and Mr. 
Cahill expects a satisfactory run for 
some time. 

A very large volume of business was 
booked at The Stanley Duttenhofer 
Shoe Company during the first two 
weeks of February and factory officials 
are looking forward to one of their 
best seasons. The Duttenhofer firm 
expects a colored spring and a white 
summer. 


C. E. Heckle Now Head of 
Sweet Div. of U. S. Shoe 


CINCINNATI, OHI0.—C. E. Heckle was 
recently made general manager of the 
Alfred J. Sweet ere of The United 
States Shoe gy For several 
years Mr. Heckle has been associated 
with Frank Cahill in the management 
of the Air Mail Shoe Company, an- 





other popular branch of the U. S. 


Spring Delivery | 


Pied Piper Expands 


Wausau, Wis.—The rapid and con- 
sistent growth and distribution of Pied 
Piper Shoes—particulariy during the 
past few years when they have at- 
tained national distribution among the 
best stores—has taxed to capacity the 
present facilities of the Marathon 
Shoe Co. 

To better provide for production, 
capitalization is being increased to pur- 
chase the factories of the Wausau 
Shoe Mfg. Co. This latter concern has 
two large modern factories, one of 
which is located in Wausau and the 
other in Merrill, Wisconsin. These will 
add over 2,000 pairs per day produc- 
tion for the Marathon Shoe Co. 

Completion of the transaction will 
take place in a few weeks, whereupon 
full details and definite announcement 
will be given to the trade. 


St. Louis Shoemen Fly 
with Colonel Lindbergh 


St. Louis, Mo.—Colonel Charles A. 
Lindberg took several St. Louisans for 
a ten-minute ride in a Ryan plane 
Thursday, February 16th. The flights 
were made from Lambert Field and in- 
cluded as passengers a number of 
prominent shoemen. 

Among those fortunate enough to 
ride with “Slim” were Frank C. Rand, 
president of the International Shoe 
Company; Howard W. Stephens, presi- 
dent of Johnson, Stephens and Shinkle 
Shoe Co.; Roger Lord, general man- 
ager St. Louis Distributing Plant, 4 
dicott-Johnson Corporation; Ww. 
Moulton, vice-president, ~~ 
Shoe Company; and Andrew W. John- 
son, also of the International Shoe 
Company. Charles E. Williams, of the 
C. E. Williams Shoe Company, is to 
make a trip with the Colonel in the 
near future and was at the field as an 
invited guest of Harold Bixby, presi 
dent of the Chamber of Commerce. 


1927 Records Equalled 
in February Shipments 


St. Louis, Mo.—There has been a 
slackening during the past week in the 
wholesale district which is nothing 
more than a reduction of the almost 
furious speed with which the orders 
have been coming into the houses. No 
complaint has been heard but com- 
ment was made that business was not 
as brisk as was reported the previous 
week. 

Shipments for the month have kept 
pace with the records set last year dur- 
ing February and in some instances 
have been bettered. An executive of 
one of the largest houses stated that a 
gain will be made in February by their 
company and that conditions are gen 
erally good. 


l 
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Credits are reported fair. 
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Tanning Iguana Skins 


New YorK, N. Y.—Richard Seckels 
of the firm of Salomon & Phillips, who 
is on a two months’ vacation tour 
through Mexico and the Lesser Antilles, 
recently captured three iguanas and 
the skins have been sent to his firm 
to be put into finished leather. 

Mr. Seckels is at present sojourning 
in Trinidad. 


William E. Baird Dies 
Suddenly at Fifty-two 


St. Louis, Mo.—William E. Baird, 
general manager of the Roberts, John- 
son & Rand branch of the International 
Shoe Co., and former city counselor of 
the City of St. Louis, died suddenly 
Sunday, Feb. 26, at his home on the 
Litzinger Road in St. Louis County. 

Mr. Baird was 52 years old and had 
been in good health. He did not com- 
plain of feeling ill when he retired 
Saturday night and was found dead 
in bed Sunday morning by his wife, 
Mrs. Anna Baird. 

Mr. Baird was born at Cornersville, 
Tenn., and attended Vanderbilt Uni- 
versity at Nashville, Tenn., where he 
was a roommate of Frank C. Rand, 
president of the International Shoe Co. 
After leaving the university, he came 
to St. Louis as a practising attorney. 
About nine years ago Rand succeeded 
in having Baird drop his legal prac- 
tice in favor of the shoe business. 

Commenting on the death of Mr. 
Baird, Mr. Rand said, “His influence 
was a contributing factor in the growth 
and success of the International Shoe 
Company.” 

The widow and two children, Lane, 
14 and Judith, 11, survive. Mr. Baird 
had just recently completed a new 
home which he and his family occu- 
pied at the time of his death. 


F. H. Kidder, Vice Pres. 
of Cushman-Hollis, Is Dead 


BOSTON, MAss.—Frank Horton 
Kidder, vice-president of the Cushman- 
Hollis Co., and one of the deans of the 
shoe trade, died Monday morning, Feb. 
27, on a train on which he was return- 
ing from the South. He had gone to 
Florida early this month on a pleasure 
trip and while there had suffered a 
slight shock. Traveling with him at 
the time was an old friend, John W. 
Craddock, chairman of the board of 
the €raddock-Terry Co. of Lynchburg, 
Va. He immediately started North 
with Mr. Kidder and was with him 
when he died. 

Mr. Kidder had been with the Cush- 
man-Hollis Co. for -oaaty @ years, enter- 
ing their employ after his graduation 
from the Bryant and Startton business 
school. He had been a director of the 
company for more than twenty years 
and vice-president for the last ten. 

During almost his entire connection 
with the Cushman-Hollis Co., Mr. 
Kidder had traveled with its line 
through Southern States. He was a 


bachelor and for twenty-five years had 
made his home at the Hotel Lenox in 


this city. 





C. A. Bichene, Milwaukee 
Shoe Man, Died Feb. 21 


Best Known as Former Sales Head 
of Edmonds Shoe Co. 


CHIcAGo, ILL.—Members of the shoe 
trade in the central west share the 
feeling of loss caused by the death on 
Feb. 21, of Charles A. Dickens. En- 
dowed with a rich literary heritage (he 
was closely related to the noted English 
author), the nephew applied his ability 
to the shoe business as capably as did 
his great uncle to the portrayal of 
London characters two generations 
earlier. 

C. A. Dickens is remembered well as 
western manager of the BOooT AND 
SHOE RECORDER two decades ago, and 
it was while in that position that his 
work attracted the attention of the 
late George R. Harsh of Milwaukee, 
who induced him to accept the sales 
management of the old Harsh, Smith & 
Emonds Shoe Co. For a short period 
he occupied a similar position with 
the Red Wing Shoe Co. and, following 
the war, did his best work in charge 
of sales and advertising for The Ed- 
monds Shoe Co. of Milwaukee. 

It was while occupying this position 
that he also served as secretary of The 
Milwaukee Shoe Sales. Association, 
which included in its membership the 
sales managers of practically every 
shoe manufacturing organization in 
Milwaukee. 

The annual convention of the N. S. 
R. A., held in Milwaukee in 1921, re- 
ceived outstanding support from this 
association and the brunt of the re- 
sponsibility naturally fell on the sec- 
retary of that organization. 

The “old guard” of the Milwaukee 
shoe trade gathered in that city Feb. 
23 to pay the last tribute to their 
former coworker. The _ pallbearers 
were W. A. Edmonds, J. C. Johnson, 
Wm. G. James, H. G. Smith, H. P. 
Plass and R. J. Dempsey. Interment 
was in the Wanderer’s Rest Cemetery. 








Brockton Factories Now 
Running Six Days a Week 


BrocKTON, Mass.—Most of Brock- 
ton’s shops are operating on the six- 
day week basis at the present time and 
all the operatives in the district are 
employed, even though not for full 
time. There is even a shortage of some 
workers, such as lasters and special 
cutters. 

Manufacturers are satisfied, particu- 
larly with the good business in women’s 
lines. One sales manager describes the 
situation as spotty with most of the 
at once buying in the Eastern part of 
the country. Salesmen report buying 
lagging in some sections, declaring that 
buyers are fearful of a late winter 
and spring. 


DeMers Sells Store 


PULLMAN, WaAsH. (UTPS)—Del De- 
Mers, for the past seven years pro- 
rietor of DeMers’ Shoe Shop, has sold 
is business to L. H. Britten, recently 
from LaGrande, Ore. The sale was 
made on account of Mr. DeMers’ ill 
health. 
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WHERE TO BUY 
Men’s Shoes 
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50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. Co. 
Reckland, Mass. 




















HAND TAILORED 
HAND LASTED 


Bion F-REYNOLDs Com 


BROCKTON. MASS, . 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetsons 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 














Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN RoBINSON 


NorTHAMPTON, ENG. 
Representative: 
F. D. Connor, Manchester, N. H. 
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WHERE TO BUY 
Shoe Buckles 
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Trirart & De ALTERS 


Importers and Manufacturere 
of 


OUT STBEL BEADED 


RHINDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 





V<«——-VEITH—_—- Vv 
E CUT STEEL— E 
IMITATION STEEL 
1 BEADED r 
SHOE BUCKLES 
T a. & H. VEITH, IN. «2=TF 


inf 9-11 Rast Seth, New York H 





909000000096 00000000006- 
CUT STEEL : 
BEADED-.RHINESTONE 4 
“Decidedly Different” . 
Importers > 
: 

4 

: 


»¢ 


MAISON MANN, INC, 
formerly 


BAUER & MANN 
3 West 20th St., New York 


wwvrvVeVeS 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





I" Stitchdowns in Stock 


No. 382 Unlined Tan a 9 

with lizard trim, oak sole, 

Infants’—Children’s—Misses’. 
Same in patent leather. 
Send for samples of these 
and other tan and patent 
leather popular priced styles. 


The Brooklyn Slipper Co. 
397 Osborn St., Brooklyn, N. Y. 





PARISTYLE FOOTWEAR MFG. CO., INC. 


egy 3 and Salesrooms 
est 25th St., New York ag, 
HIGH SH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 
sent on 
request 





Two Strap Sandal 
C, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 








Auburn, Maine 





‘Df the Better Grade 
|For the Better Trade 


Best~ Ever 


By ES a Slipper Co. 


75 Front St. 








lend for samples 
ROTH & ROSENBERG SHOE Co. 
Manufact 
124 N. 3rd St., Philadelphia 











tun; rubber_ heel; 
rights and lefts: 3 to? 
WM. SUMNER SMITH 











825 Monree Street Chicago, i. 





Vamp Adjustment Needed 
on Opera Pumps 


New York, N. Y.—With indications 
pointing to a vogue for opera and simi- 
lar pumps for Spring, Theodore Car- 
ter, manager of the Cantilever Shoe 
Shop, 13 John Street, is preparing an 
intensive sales campaign or his im- 
proved “vamp easer,” which he invented 
last year. The vamp easer relieves the 
tightness at the throat of the vamp of 
the pump without stretching any other 
part of the shoe. 

Mr. Carter is well known to the 
trade, having been closely identified 
with orthopedic practice for over four- 
teen years in field and lecture work and 
having traveled the greater portion of 
the United States during that period. 

“That the “Vamp Easer” as Mr. Car- 
ter has framed his appliance, has met 
with instant recognition is attested by 
the fact that, having been introduced to 
the trade through the medium of the 
Boot & SHOE RECORDER in September, 
1927, it now stands approved by the 
leading shoe retailers of the country as 
a dependable and practical appliance. 
Unsolicited orders received from for- 
eign countries, Mexico, Cuba, Porto 
Rico, Newoundland and Germany, is 
evidence that the women of the United 
States are not alone in complaining of 
the condition which the “Vamp Easer” 
is meant to overcome. The Interna- 
tional demand for this appliance 
proves that dealers of all countries are 
faced with the same problems. 

Mr. Carter says that the binding of 
pumps at the instep cannot be charged 
to improper lasts and patterns; he also 
says that regardless of the perfection 
of design and fitting qualities of a pump 
the real trouble, which cannot be con- 
trolled by the dealer, is found in the 
fact the feet are not uniform, even 
when they can be fitted to a uniform 
size and to a uniform design various 
adjustments must be made by the 
dealer. 

The use of the “Vamp Easer,” there- 
fore, is twofold from the dealers’ view- 
point. It is of great help in making a 
sale when the tightness of the vamp 
across the instep proves an obstacle in 
closing the sale. In such cases it is 
used to enlarge the vamp throat, which 
the “Vamp Easer” does without stretch- 
the rest of the shoe. When shoes are 
returned after being worn, it being im- 
possible then to return them to stock, 
the use of the “Vamp Easer’” obviates 
the expense of cutting down and rebind- 
ing the vamp and thus eliminates waste 
of time as well as unnecessary expense. 


Ohio Leather Stock 
Is Retired by Co. 


Youncstown, O. (UPTS) — Papers 
have been filed with the Secretary of 
State amending the articles of incor- 
poration of the Ohio Leather Co., by 
reducing the issue of stock by 1,016 
shares of 8 per cent preferred stock, 
which has been purchased by the com- 
pany and retired. This leaves an issue 
of 88,984 shares of stock of which 75,- 
000 shares are no par value common 
stock and 1.394 shares of 8 per cent 
preferred. The papers were signed by 

C. Lumbard, president and J. L. 
Dennett, secretary. 





Greenstein to Grade Up 


HAVERHILL, Mass.—The Greenstein 
Shoe Co., maker of women’s cheap 
McKay shoes, is dismantling its local 
plant and will discontinue the manufac- 
ture of this line of shoes. Overtures 
for a reclassification of their factory 
and wage concessions were unsuccess- 
ful and the firm will restrict itself to 
medium grade McKay production. The 
firm had built up a volume business on 
its cheap McKays and the local plant 
operated on a 50-week schedule with 
a daily output of 3600 pairs. 


To Enlarge Brooklyn 
Spring Style Show 


NEw YorK, N 
Y.—Plans fo. 
making the 
Brooklyn Shoe 
Style Show to be 
held at the Hote! 
Commodore, here. 
May 21, 22 and 
23, 1928, large 
than usual are 
being undertake: 
by the Shoe Man- 
ufacturers Board 
of Trade of New 
York, unde 
whose auspices 
the three day event is being given. 

Invitations to shoe manufacturers 
outside the membership of the board 
of trade, to participate in the style 
show have been extended and the ac- 
ceptance of several leading firms in this 
category already has been given. 

Theodore Cramer of John Cramer & 
Son is the general chairman for the 
style show and Emanuel Grossman of 
Julius Grossman, Inc., is the publicity 
chairman. 


Emanuel Grossman 


Making Third Grade Shoes 


BROCKTON, Mass. — Following a sat- 
isfactory agreement effected with the 
twelve local unions, the Union Shoe 
Co. has begun the manufacture of a 
third grade shoe in addition to its reg- 
ular line of high grade men’s welts. 
The shoes will be made in the same 
plant but under a different tag system. 
President James Alfred reports a good 
demand for the new cheaper line, but 
says that business on the better shoes 
is slow for this season of the year. The 
plant, however, is fairly busy with the 
two lines of work. 

Production has started in the Stand- 
ard Shoe Co., of which Dr. Alfred also 
is president. At present the output 
is about 350 pairs a day. 


Gill, Fisher Output Higher 


BrocKTON, Mass.—The Gill, Fishe: 
Shoe Co. of Avon, one of the district’s 
newest shoe ventures, maker of men’s 
medium grade shoes, has increased its 
output to 350 pairs a day, a gain of 
240 pairs daily since it started busi- 
ness early in December, Arthur Fisher, 
one of the firm members, has just r 
turned from a business trip along the 
Atlantic seaboard and reports ‘Busi- 
ness quite favorable. 















March 3, 1928 


BOOT AND SHOE RECORDER 





99 








Tuttle Service Starts 


Boston, Mass.—The Tuttle Service 
has recently been organized by C 
Tuttle, at Koom 216, 206 Essex Street, 
to extend to small buyers, as well as 
larger buyers, of men’s women’s and 
children’s. shoes in every part of the 
country, the same advantages of group 
buying as are accorded to volume pur- 
chasing groups. C. B. Tuttle, who 
heads The Tuttle Service, was for 15 
years buyer of the G. R. Kinney, Inc., 
at that time he resided at Harrisburg, 
and bought all of the women’s shoes for 
this organization; later he established 
his own company, with headquarters at 
Toledo, known as The Tuttle-Scott Co. = 
operating 40 stores, selling men’s 
women’s and children’s medium priced 
shoes. In The Tuttle Service, he is 
giving a buying service for chain and 
department store operators, as well 
as for small merchants who wish to 
come into this group, and who are in- 
terested in footwear to retail up to 
$7.00, including rubber shoes. 





Now Dopes the Squeaks 
with Hypodermic 


BALTIMORE, Mp.—Frank E. Buck, 
Baltimore shoe retailer who operates a 
store at Liberty and Clay Streets, is 
preparing to market his invention for 
removing the squeaks from shoes. The 
invention, upon which Mr. Buck has 
worked for a number of years, consists 
of a hollow needle to be inserted be- 
tween the soles of shoes, in the heel, 
counter, or wherever a squeak apears, 
and through which an _ anti-squeak 
liquid is forced. Both the apparatus 
and the liquid are being patented. 

According to Mr. Buck, his method of 
removing squeaks eliminates the neces- 
sity of marring a shoe with tacks, or 
of opening it up and resewing. 

In his research work Mr. Buck de- 
veloped a technique for identifying 
squeaks and has prepared information 
on the identification and location of 
squeaks for use by the retail trade. 





Shoe Firm Changes Name 


LYNN, Mass.—Maurice E. Bresna- 
han Shoe Co. has succeeded Bresnahan 
& Sisk Shoe Co., makers of shoes for 
the chain store trade. This firm is 
operating to capacity, mostly on pat- 
ent leather pumps. 

C. H. Richards, who was until re- 
cently, salesman for Harney Shoe Co., 
is now with the Modern Shoe Co., who 
are making 1,800 pairs of smart style 
shoes daily. 

Bond Shoe Co. is taking more floor 
space, and is moving up towards 5,000 
pairs a day. 


Samuel B. Sachs Dead 


CINCINATI, OHIO.—Samuel B. Sachs, 
retired Cincinnati shoe manufacturer, 
died recently following a prolonged ill- 
ness. Mr. Sachs founded the Sachs 
Shoe Manufacturing Company more 
than fifty years ago and was one of 
the first shoe manufacturers in this 
country to export shoes to Europe. He 
sold the company when he retired 
twelve years ago. 











Suede Calf Will Rival 
Colored Kid, Says Tanner 


LYNN, Mass.—Victorian styles, men- 
tioned as something new, are but staples 
of the new school of shoemaking, 
brought about by price pressure which 
forces simplification of footwear. For 
example, opera and mule pumps, of 
patent leather or black satin, are sell- 





ing much more briskly than might be | 


expected at this season of the year. 

A tanner who made a survey of 
Lynn shops last week, reports that it 
looks to him like a fight between suede 
calf and colored kid for business at 
and after Easter. In the fine style 
lines, there are some pleasing hues of 
red, green and blue, and various special 
colors, as well as gray. Reptile and 
fine grains are much used for trim- 
mings. 

It is a general thought that a good 
season on white shoes is ahead. Yet 
it is not clear what effect the new 
style of printed linens and fabrics will 
have on white shoes, or, for that mat- 
ter, on patent leather shoes which 


have been selling right along since | 


last summer. 

There are some signs of changes 
on lasts. “Ed” Taylor speaks of 
square toes and 15/8 heels on summer 
dancing shoes; and, also, of “flapper” 
style heels for sport shoes. Sam 
Stephens has a new idea for modeling 
lasts and patterns in the shoe shop, so 
that the maker of the shoe can keep 
his styles secret until he shows them 
to his customers. 
a lot of “hair-pin shank” lasts. 


Oxfords of classic lines have made | 


a foray into the fields of fashion. 
But volume business is on frivolities, 
such as sandals and novelty pumps. 
Counter makers report some demand 
for cut off counters, such as are used 
in open shank shoes, but not as great 
as a year ago this time. 

One firm reports a steady gain on 
right and left counters, which evidently 
means that more shoes are being made 
to fit right. 

Quite a number of shoes are now 
being lasted by the new Littleway 
method, which yields a_ practically 
tackless shoe, whether it be stitched by 
the Littleway or the McKay machine. 
In this method no tacks are used, the 
upper being fastened to the insole with 
a staple of fine wire, which just hooks 
over in the substance of the leather. 

Another improvement is that of us- 
ing firmer fillers, which will not spread, 
nor lump up under the foot. 


Thomas R. Hill Dead 


HAVERHILL, Mass.—Thomas R. Hill, 
manufacturer of counters, toplifts, and 
heels for over forty years, in the local 
industry, died Sunday, Feb. 19, at his 
home in this city. Mr. Hill was one 
of the best known members of the 
allied trades and had wide trade asso- 
ciations. Becoming connected with the 
local industry as a youth, he first en- 
gaged in the leather business independ- 
ently about 1886 and the business 
throughout his long career had been 
transacted under the name, T. R. Hill. 
The deceased remained actively occu- 
pied with his business up until his 
final illness, which was of short dura- 
tion. 








Gardiner is making | 
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WHERE TO BUY 


Women’s Novelties 
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Price and Style Mean Noth- 
ing If Quality Does Not 
Stand Up 

Write ior circular of style, 
quality and price. Example 
—Honey Beige Kid, solid 
leather insole, $2.50 
net. Unbelievable value. 


Samuel Cohen 
Shoe Co. 

72 Lincoln &St., 

Boston, Mass. 























Latest Styles at 
Popular Prices 
in Stock, 

ST-NEW YORK 

















Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 

Send your orders and de- 
scribe the shoe you need 
Louis Halpern Shee Com- 


pany, tine. 147 ee 
Street, Beston, 
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WHERE TO BUY 


Shoe Price Ticket Holders 
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POLLY CLIP 

For Shoe Price Tickets 

TS AT ANY ANGLE 
,» neat, everlasting. Now used by 
first class shoe stores. Gross $5. Haif 
gross $2.75. a bs trial order. 
Refund if unsatisfacto: 

M. PO LLINGER co. 
416 Victoria Bldg., St. Louis, Mo. 

















WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 


FIXTURES 


De ners and RB 


i GOODWIN & oO 
WORCESTER, MASS 
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WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 
No. 600 Black Kid..1.45 1.40 1.35 
No. 604 White Kid..1.75 1.70 1.65 
Ceast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philatelphia— 


1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 








In Stock Black Bal- 
let Slippers 
Ladies’ 
Misses’ P 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane s op 


New York, N. Y. 














SLIPPERS—IN STOCK 
of the unusual kind 
B102 om, Ete Hand Tare 


ion 
1.40 


BALLET 


Child’s 6 te 
te 2— 


Sow 2nts & #uaoan. Inc. 
St ey im Ballet Manufacture 
No. 1ith St., Philadelphia, Pa. 











WHERE TO BUY 
Standard Shoe Materials 


a a ll hl eel 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


est Virginia 


More dependable than ordinary leather for 
ecnamen and Innersoles. 


ts Department 
WostVirginia Pulp &Paper Company 
Detroit NewYork Chicago 

















Colored 
Chrome 
Sides 


Beggs & Cobb, Ine. 
Boston, Mass. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 


ick service is a time 


feature in its 
g immediate needs. 


saver in mee 














Selling Not Style— 
But Use 


(Continued from page 78) 


It goes without saying that the op- 
portunities for touching this note in 
the window displays are numberless. 
Newness, freshness—Springtime— 
that’s the keynote. I recall a stunt 
used last year by a department store. 
An exhibit of “the signs of Spring” 
was arranged in the center of one 
of its windows. It was unpreten- 
tious and therefore unique. Simply 
a bunch of grass in one place and a 
few violets in another place and 
other common signs of Spring placed 
here and there, all labeled on indi- 
vidual, small cards, just “Grass,” 
“Violets,” etc. As I remember, I 
saw a piece of strawberry shortcake, 
a bottle of Spring tonic and a stuffed 
robin, too. The main card in the 
‘window was lettered something like 
this: “Spring is Here. Our New- 
est Spring Styles Are Ready for 
Your Inspection.” 

This year, according to the alma- 
nac, the first day of Spring, usually 
the 21st, comes on the 20th. And 
the first day of Spring suggests a 
little sales-building stunt that looks 
as though it would come in for a 
very favorable reception. The illus- 
tration explains it pretty well. In 
appearance, it is a leaf torn from a 
daily calendar pad with a most time- 
ly message written in long hand, for 
March 20th, the first day of Spring. 

It is produced by obtaining one of 
these calendar pads from a station- 
ery store, taking out the March 20th 
leaf and writing the message in india 
ink, as it is shown in the sketch. A 
plate is made of the whole thing and 
the printer runs them off in the usual 
way. 

It would help the appearance to 
make it a two-color job, with the 
line rules in red and the rest in black, 
although this is not altogether neces- 
sary. Any printer will understand 
how to make the plates. in two colors, 
and the cost would probably run be- 
tween one-half and three-quarters as 
much again as for one color. 

As to the use of a piece like this, 
it seems to me I would buy a lot of 
inexpensive thumb tacks and hire 
boys to go through the residential 
sections the night before the 20th 
and tack them up on porch posts or 
however they can be placed, facing 
the front door so that they will be 
seen by people who leave the house 
in the morning. 

Our remaining _illustraton shows 





WHERE TO BUY 


Heel Protectors 


A PROFIT MAKER 
te retail at 


$1.00 pr. 


Comes in 3 





Any Leather 
PRICE $7 DOZEN 
162 Union St. 
MEMPHIS, TENN. 





i i i i i i i i i elie el 


WHERE TO BUY 
Slipper Supplies 





POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











6 6 6 8 EE 


WHERE TO BUY 
Children’s Shoes 


6 6 6 BE hE Oe 


“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bldg., Room 532 




















an opportunity for getting a touch 
of originality in the usual “an- 
nouncement of Spring styles.” It is 
a mailing piece very much like the 
usual announcement and costing no 
more, but it is a “take-off” on the 
birth announcements issued by greet- 
ing cards manufacturers. 

The attention and interest of the 
recipient seems well assured by this 
idea and a clever little illustration 
on the inside page as shown in the 
sketch will help to counteract the 
disappointment when the _ reader 
finds that it is “just an ad.” 

The copy shown in the sketch can 
be very easily added to, so that it 
will include any particular line of 
merchandise. The size is 31% by 5'2 
inches when folded or 3% by 11 
inches flat. 
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Smartest 
of the 


™~ 


Presenting ~ — vices 
Beverly Hills Vanities 
HOWARD W- HILL CO: BEVERLY MASS: 
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POSITIONS WANTED 
LINES WANTED 
ALL OTHERS 


ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address m=st be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 



































SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 








We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


For Hard Service and LonoWear" 
+ 4a oO 





Representative Wanted 


For New York City, Metropolitan 
district and some other large east- 
ern cities to represent an _ old 
established firm making medium 
and high grade women’s style and 
corrective welts, who have a cer- 
tain amount of business already 
established in the territory. Would 
only consider men who have had 
successful experience selling this 
type of footwear in this territory. 
Please include references and finan- 
= arrangement desired in first 
etter. 


Address D-352, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








WANTED—SALESMEN 


Western factory. Men's and boys’ 
popular priced calf skin shoes in 
stock. 6% commission. Drawing 
account to responsible men travel- 
ing by auto in following terri- 


tories: (Correspondence strictly 
confidential ) 
Illinois lowa Kansas 


Address D-367, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











RARE OPPORTUNITY — We are changing 
representatives in the following states in 
which we have established trade: Iowa, Kansas, 
Missouri, New York, and Kentucky. Want 
men to carry our line of In-Stock leather house 
slippers as side line. Must live on territory 
and cover same close by auto. Give full par- 
ticulars in first letter. No drawing account. 
Weekly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest selling commodity in shoe game today. 
Maid Rite Corp., (Manufacturers), 35 York 
Street, Brooklyn, New York. 


SALESMEN WANTED to ae short, snappy 
line of semi-dress Comfort Shoes in stock 
to retail trade in various territories on 7% 
commission basis. Address D-338, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


S ALESMEN wanted for the State of Ohio, 
also Western part of Pennsylvania, to sell 
Men’s and Boys’ Goodyear Welt Shoes. 
G. P. Crafts Co., Inc., 160-162 Duane St., 
New York, N. Y. 


SALESMAN for Illinois with exception of 
Chicago district. Commission basis. Welts, 
McKays, Stitchdowns, Leggings. Only inter- 
ested in salesman residing in territory. No 
objection to carrying non-conflicting line. 
Hagerstown Shoe & Legging Co., Hagerstown, 
Maryland. 











Riding Boot Salesmen 


for New England States, Eastern, South- 
ern and Central territories to sell com- 
plete line Riding Boots only. Commission 
basis only. We want only men experi- 
enced with Boots and acquainted with 
best trade in larger cities. 


KIRKENDALL BOOT COMPANY 
Omaha, Nebr. 











SALESMAN for West Virginia. Commission 
basis. Welts, McKays, Stitchdowns, Leg- 
gings. Only interested in salesman residing in 
o objection to carrying non-con- 
flicting line. Hagerstown Shoe & Legging Co., 


territory. 


Hagerstown, Maryland. 





SALESMAN for Mississippi and Louisiana. 

Welts, McKays, Stitch- 
downs, Leggings. Only interested in salesman 
Yo objection to carrying 


Commission basis. 


residing in territory. 
non-conflicting line. Hagerstown Shoe 
ging Co., Hagerstown, Maryland. 





ALESMAN to represent women’s popular 
priced line of up-to-the-minute novelties in 
the following territories: Eastern Pennsylvania, 
Ohio, South Carolina, Alabama, Baltimore. 
Address D-356, care Boot and Shoe Recorder, 


207 South St., Boston, Mass. 





ALESMAN, MICHIGAN AND INDIANA 

One of the oldest and largest manufacturers 
of women’s welt and McKay shoes whose 
branded line is nationally advertised has mad: 
a transfer that leaves these two states oper 
Established business. Only man acquainted ir 
the territory with a record that will bear closest 
scrutiny, and under forty, will be considered 
Address in full confidence and enclose photo 
Box D-365, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, IIl. 


XPERIENCED salesman for Ohio Stat: 

Men’s Dress Welts. In-Stock proposition 
and a line of up-to-date lasts and patterns 
State experience and give references in first 
letter. E. B. PIEKENBROCK & SONS 
COMPANY, DUBUQUE, IOWA. 


ALESMAN WANTED: To carry a side line 
. of ladies’ novelty McKays for Oklahoma, 
Kentucky, Kansas and Iowa. A good line in 
stock at popular prices. Wonderful opportunity 
to make money. Liberal commissions. Mar 
kofsky & Goldstein Shoe Co., 1418 Washing 
ton Ave., St. Louis, Mo. 














POSITION WANTED 





N executive of proven ability with complete 
‘* knowledge of all shoe markets desires a ne 
tion as buyer or manager of a men’s or 
women’s shoe store or department. Address 
D-334, care Boot and Shoe Recorder, 239 W 
39th St., New York, N. Y. 


WORK SHOE MANUFACTURERS. I can 

sell $200,000 worth of work shoes to desir 
able retailers in New Jersey and Pennsylvania 
Prices must be right and shoes must be sightly 
Address D-360, care Boot and Shoe Recorder 
207 South St., Boston, Mass. 











N efficient executive for shoe store, experi 

enced. in buying, selling, advertising, a 
counting and turnovers. Specializing in Foot 
Anatomy, corrective shoes, and _ catering to 
painful feet. Capable of diagnosing any foot 
ailments. Address D-359, care Boot and Sho« 
Recorder, 207 South St., Boston, Mass. 


ANAGER Shoe Store, 25, present 
ployed, retail and wholesale selling exn« 
ence, seeks connection preferably in wholesale 
field. Address D-358, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y 








SALESMEN WANTED. The following terri- 
tories are open by manufacturer of women’s 
medium priced turn comfort shoes out of their 
Chicago stock. ILLINOIS, INDIANA, WIS- 
CONSIN, CHICAGO SUBURBS, NORTH 
AND WEST SIDES CHICAGO. _ Splendid 
opportunity for experienced forceful salesmen 
with established trade. May handle as side line. 


Commission only. Address D-363, care 


and Shoe Recorder, 189 W. Madison St., 


Chicago, II. 





ONE of the largest manufacturers of women’s 
nationally advertised welt and McKay shoes 
has three openings in its sales organization: 
one to cover most of state of New York outside 
metropolitan district; one to work Chicago along 
with present salesman; and one to cover Detroit, 
Milwaukee. The Chicago and New York men 
might be permitted te handle other non-conflict- 
ing lines. Address 1-364, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Tl. 


CAN SELL $400,000 worth of ladies’ nov 

elties and Arch Support Shoes in New 
Jersey to chain, Department stores. Must have 
shoes of snappy designs to retail from $3.0/ 
$5.00. Address D-361, care Boot and Sh 
Recorder, 207 South St., Boston, Mass. 





HOE Salesman, can take full charge of shoe 

store. At present managing a family store 
Unmarried. Good references. Will go  *ny- 
where. Address D-369, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR RENT 





SHOE Department for rent in department 
store doing % million business, town 0 
28,000 in Connecticut. Address D-332, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
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POSITION WANTED 





BUSINESS OPPORTUNITY 











BUSINESS OPPORTUNITY 





I know a salesmanager who 
deserves a real opportunity. 


He is a conscientious worker, has 
a real knowledge of markets, knows 
how to co-ordinate modern selling 
methods and advertising, and show 
a profit. Old enough to have bal- 
ance, young enough to have ideas. 
If you need such a man let me put 
you in touch with him. 


J. L. CROWLEY 
Boot and Shoe Recorder, 
207 South St., 
Boston, Mass. 








buying group. 


Address— 


WANTED! 


A few shoe stores or Department stores to complete an associated shoe- 


Write for definite information and receive the benefits of group buying. 


TUTTLE SERVICE 
206 Essex Street, Boston, Mass. 


This service is operated by C. B. Tuttle, for fifteen years a chain store buyer. Only 
accounts solicited that can pay their obligations in 30 days. 






































FOR SALE 





FOR SALE—18 Foot Mahogany Shoe Sample 
Case in three parts; each six feet. Glass 
ined, latest model. Room 414, Rice Building, 
10 High Street, Boston, Mass. 





Successful Shoe Manufac- 
turing Business for Sale 


Owing to the recent death of the 
principal owner, a well-known and 
successful shoe manufacturing concern 
is offered for sale. Product is of 
staple nature, and an in-stock depart- 
ment enables customers to obtain 
prompt and profitable service. An ef- 
b ficient factory organization can remain 
intact. This offers a favorable op- 
portunity for individual ownership or 
merger. For further information ad- 
dress D-370, c/o Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











OR SALE. Shoes and Gents’ Furnishings, 

Minnesota. Principally shoes. Good clean 
stock; Invoice shoes $5000. Furnishings $2500. 
Cash only. Established 30 years. Address 
D-368, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








LINE WANTED 





WANTED for Middle West and West, wom- 
en’s novelty McKay line for volume trade. 
Have good following and best _ references. 
Address D-351, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


LINE WANTED:—Men’s and Boys’ medium 
priced Welts preferably. Mid-West territory 
Ohio and Michigan, or Chicago, Illinois and 
Wisconsin—American, hard working producer 
who knows shoes from A to Z. Drawing ac- 
count against commission. Address D-348, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








ANTED:—A line of women’s Shoes for 

South and Southwest, have several years’ 
experience and know the trade in this terri- 
tory. Best of references. Address D-366, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


XPERIENCED Retail Shoe Salesman wishes 
a well known line of Men’s Popular Priced 
Shoes preferably for southern territory. Have 
been with present firm for 27 years, but wish 
to get outside on account of health. Will fur- 
nish good reference. Address D-355, care Boot 
and Shoe Recorder, 207 South St., Boston, 
ass. 








Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
Recorder constitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention, 





MANUFACTURERS 


Gentleman, ,Wwell known in retail ladies’ 
accessory b 1g name that 
is tremendous asset for smart. ladies’ shoe 
shop, wants co-operation of shoe manu- 
facturer to supply or finance retail store. 
= gy 0} pertanity.. ew confiden- 

ress 2, care Boot 
——M shoe gee 239 W. 39th 
St., New York, N. 2 








MERCHANT NEEDS 




















HELP WANTED 





W 4nren. MEN’S TURN SLIPPER SALES.- 

Y. We have certain territories open 
for - og Night salesmen to handle our line of 
slippers, which are popularly priced and nation- 
ally known. Liberal commission, no drawing 
account. In writing, give experience, refer 
ences, and territory desired. W. R. Shrigley, 
Merrill Porter & Company, Lynn, Mass. ~ 











FOR LEASE 


ERE IS SOMETHING GOOD. For lease: 

—Space for shoes in the best “pune 
store in a Southern Oklahoma town of 20,00 
Good location. Light—roomy. Splendid pn 
tunity for popular priced line. Answer quick. 
Address D-357, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











WANTED TO PURCHASE 








| DISPLAY F1 Je npanaaeg 





HIGHEST CASH PRICES PAID 


UBERG 
my 4 ty 3A: 
e = poe lothing, hate, Soraihies 
goods, etc. -— Dry Dock 085 











Sell Us Your Left Over 


New Yor« Export Purcuasinc Coar 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


Ge une ae cate oe agin ciate « 
ee BL _ — _— 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, ae —m N.Y. 


: SEGALLE § SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 











Phone Spring 1 











QSTaBLismeD wr 






LABELS 


and 


SHOE CARTONS 






EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





= 
FRANK C. MEYER Con 
Oa Wer Ls me Se 
te3-27) LEXINGTON AVE , BRODKLYM. wy 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MPcs 












VINDOW 




















EVERY 
KNOWN TYPE 







DISPLAY FIXTURE 
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MERCHANT NEEDS 


MERCHANT NEEDS 











ROYAL 
WATER- 
PROOF 
LEATHER 
DYE 


RENEWER 


In Patent, Glazed and Regular 
Dyes. In Tan, Brown and 
Black. Also a Real Cleanser 
for White Buck, etc., % pint 
sample can, $1.00. 

Ask for our special price on 
our 2 ounce bottle put up for 
the trade. 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway 
New York, N. Y. 
Bstablished 1903. 


Laboratory and works, 
Bergentield, N. J. 


MERCHANT NEEDS 











= 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


























OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Baltimore, Md.; s Baie ton, Mass.; Buffalo, 
N. Y.; Chicago, Ill; ; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 

Philadelphia,Pa.; ; St. Louis,Mo.; Port-. 
» Oregon; San Francisco, ealif, 














LABELS 


The DISTINCTIVE 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


454 STOW 34TST on 4 
Phane WISCONSIN BI30 


arid 








HOLFAST 


The Wonder Buckle 





sereeersves: 














Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 
New York 


Haverhill Plants Now 
Running at Full Speed 


HAVERHILL, Mass.—Shoe plants are 
bristling with action on orders for 
Easter trading. Important advances in 
production have taken place during 
the past fortnight and all units are 
now going top speed. The merchan- 
dising situation, given impetus by a 
strong leather market, is giving 





Milbradt 
Ladders 


} Made for 40 years} 

i by the original in- 
=] ventors. 

7 Made in all styles 

, to suit any shelving 
condition. 


i @et our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















greater confidence to the shoe men 
than during the past season. The 
Easter run is expected to be followed 
by a good follow-up run, especially if 
indications of an early spring continue 
apparent. 

Blacks are more and more prominent 
each week as the season advances, and 
black kid and black patent are going 
to win general attention, along with 
the light shades of kid. The new kid 
shades in sandal, tie, and strap effects 
are very winsome and are indicative 





of the spring modes: 


ATLANTIC CITY NZ 
pay Be | come y ~ 0 may gv—will your 
on forever? Guard it by a rest 
we Atentie ; &s at The Breakers. ° 


Joel Hillman Julian A. Hillman 
President Vice- President 


4StCharlos 


ATLANTIC CITY 
For An Unusual Winter meme | 
alk whereon 


scerning. 
Cuisine par excellence. 
Hostess Golf Dancing 











Ad Agency Moves 


Boston, Mass.—The O’Connell-! 


galls Advertising Agency on March 


removed their offices from the nin 
floor of the Colonial Building to 
southwest wing of the same buildi: 
on the top floor, directly above th 
old quarters. 


the 


g 


r 
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A SNAPPY OXFORD—A PRETTY STRAP 

















Two of our best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
April 15 to May 1. 






















VANITY 


Brooklyn Specialists in Shoe 
Ornaments 












Are your 


“Best-Evers” 
Sized-Up? 


Get the full benefit of 
your DISPLAYS 
by having your 
sizes complete 
— always! 




















This is one of the new leather 
ornaments for Spring and Sum- 
mer that can be made in all 
colors’ and combinations of 
leathers. 




















Ask your manufacturer for 


ee BEST-LVER 
= SLIPPERUC. IM 
75 FRONT ST. BRCGOKLYN NY 


Brooklyn, N. Y. Kren York Wee how 643 Marbriclye bey 






































1261 Atlantic Ave., 









ARE YOU INTERESTED? 
Women’s $3.00 to $6.00 Retailers 







Our style pickers are continually cre- our lines represent superior quality 
ating quick selling models. We and styles to retail at these prices. 
operate on a large scale and work _— To get in touch with us means addi- 
on “‘low over-head’’; consequently _ tional profits to you. 





LAZARUS FRIED & SONS, Inc. 


120 DUANE ST., NEW YORK CITY 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoe ReEcorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


DISCOVERED—A NEW SEASON....... A Now Tee Pea x. 6c cikcccoess 63 


The Twelve Weeks After Easter. 


You SHOULD KNOw WoMEN...... 
It Takes a Woman to Tell about 


By Madame Hamilton Jeffries... 64 


Women. 

THE VOICE OF THE RECORDER....... Opinions of the Editor ........ 66 

Too MucH PLAY’s THE TROUBLE... By Re Es PHP ociccévccsees 68 
Not Too Much Work. 

To Leap BEAUTY FOOTWARD....... Millinery Competition .......... 69 

Wuat’s NEW IN SMART STYLE...... BE FE is bo whed cence ceecwdcs 70 
Fundamental Types Explained. 

THE IMPORTANCE OF DIVERSITY...... SID Seinen 4b sd akwn 72 
In Styles and Materials. 

ANOTHER BIG SPORTS YEAR......... In Men’s Footwear ........... 74 
The World at Play. 

Crazy New Art CATCHES THE Eve.. Modernistic Display ........... 76 

SELLING Not STYLE But USE A By H. » Z Metcalfe eoeesesesece 78 
An Old Theory Brought up to Date 

WuHo’s WHO ON THE ROAD......... By Holon BM. Haney 2... ..csccce 85 
News of the Travelers. 

SHOE MERCHANTS NEWS.......... MOONE BOONE 6 6 oncscececsees 89 

SHor MARKET NEWS.............. Among Manufacturers ......... 96 


OTHER REGULAR FEATURES. 


GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BosTON, MAss. 
: BVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT 
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H. WALTER SCOTT 
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Vice-President 
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Directors of the corporation, in addition to 
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SUBSORIPTION RATES 


The “IE price of the Boor anp SHom ReocorpeR is $3.00 for one year, which includes 
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Next Week 


you will find 
in the 
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NEW feminine 


footwear discovered by a styl- 


sauciness in 


ist whose opinion is expressed in 


millions of pairs yearly. 


O find in one store twenty new 
ideas—applicable to any store, 
large or small—is an achievement. 


We tell it in next week’s issue. 


ET’S find a method of harmoniz- 

ing the advertisement, the win- 
dow, the interior and the selling fea- 
ture—so that no customer can “walk 
out” without feeling the urge to buy 


Spring Shoes. 


N intensely practical issue with 

helps to selling “up to Easter” 

so the major profit of Spring may 
be obtained early. 
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| misible MIDDLESOLE Bottomiler 











Illustration in oval shows 
cross section of McKay 
sewed shoe filled with 
INVISIBLE MIDDLESOLE 


INVISIBLE 
MIDDLESOLE 





re S> 


( ) 
ee. A/ 


St. Louis 


STYLE ~BuT NOT STYLE ALONE 


One Pedigo-Weber Shoe. Company, outstanding manufacturers of 

women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 

of providing better wearing qualities and greater comfort in their 
STYLE CREATIONS 











Mr. Shoe Buyer — INVISIBLE MIDDLESOLE will mean 
additional talking points for your sales people — spe- 
cify that your manufacturer use it in your next order 


BECKWITH MANUFACTURING COMPANY 
eManufacturers of Uulco “Products 
STATLER BUILDING BOSTON, MASSACHUSETTS 
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GORDON HOSIERY 


For the past few months, we have shown you some of 
our mills. We add two more to the list. 

At the top is plant No. 3—the mill in which we 
produce our Gordon Narrow Heel numbers. 

This trim, new heel construction has so caught 
the fancy of the women of this country since it came 
out that within a year its sales have reached almost the 
volume of our patented V-Lines. 

With the increased production facilities of the 
plant illustrated we expect that within a few weeks we 
shall be able to deliver Narrow Heel merchandise in a 
quantity sufficient to keep pace with the ever increas- 
ing demand for $2.00 hosiery. 

Gordon plant No. 4, shown on opposite page, 
is where we make the greater part of our semi-service 
and service weight silk stockings. 

Gordon semi-service weight hosiery has the same 
authentic style features and correct colors as our chiffon 
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PLANTS Nos. 3&4 


hose. So successful have we been in making the con- 
suming public feel that they need both weights to 
complete their hosiery wardrobe that most of our re- 
tailers now sell one pair of semi-service hose to every 
two pairs of our chiffons. This demand keeps this mill 
running at capacity. 


BROWN DURRELL COMPANY 


NEW YORK BOSTON 


(Sordon 


a O 5 i 2 eee 





Hosiery and Shoe Store Accessories 





Pointed Heels 
Modishly Modern — Particularly Smart 


This line of full-fashioned, pointed It’s TREZ: 
heel silk hosiery is manufactured and Regn iy 
distributed under the Landenberger 


that sells 
ana 
Patent sells 


Pointed Heel Hosiery 


FULL-FASHIONED 


Pure Silk with fine lisle sole 


Per Dos. 
Chiffon weight, pure silk to tip... .$12.25 


Four inch welt of fine lisle 
Medium weight, very durable 
555 OS Special Outsize, medium weight 


Extra heavy service weight 


All Pure Silk 


Chiffon weight with silk plated sole 13.50 
New improved 45-gauge chiffon 
weight 

Forty-five gauge service weight 
Extra fine gauge chiffon, 
length with Picot Edge 


15.00 
» 15.50 
extra 
18.00 
Forty-eight gauge, three-thread chif- 
fon with Picot Edge 
Extra fine gauge three-thread 
grain chiffon, pure silk, ultra sheer 


In- 
—extra length with Picot Edge.... 33.00 


TreZuR Square Heel 


Wool underhose, featured with 
gauze, sole of fine lisle 

Service weight especially con- 
structed silk and art. silk, with sole 
and welt of fine lisle 
Terms: 1% 10 days, Net 30 days 


CoMBINE HosIERY CORPORATION 
1107 BROADWAY 


; 
», NEW YORK CITY 4 
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NATURAL TONES LEAD 


Neutral Tans Are Favorite Hosiery 
Shades at Winter Resorts, Even 
with White Shoes; 1928 to Be 

Piva natur- Big Year in Sport any greater «e- 

al tans, rather Ss k i mand than it was last 

than the pinky focRings year. Others, however, 
nudes are showing up predict a return of white 
strongly as the leading hos- a aoa for mid-summer wear, basing 
iery shades for the next few their prognostications upon in- 
months. At Palm Beach and other formation from the European winter 
winter resorts, smartly dressed resorts, where white hosiery appears 
women have shown a strong disposi- to have staged something of a come- 
tion to wear natural tan hosiery, — back. 
particularly in the very light shades, The natural beige or tan shades 
in some cases coming close to the have the happy faculty of blending 
off white tone. in well with 
Evenwith , 3 most of the 
white foot- sp costume 
wearthe f colors for the 
shades off spring and 
white and . summer sea- 
grading down son. The 
to an almost ree really smartiy 
medium tan, dressed wo- 
have been seen j man, how- 
at the smart ; ever, selects 
yathering 6 her hosiery 
places with a still 
Whether this : finer color 
idea will car- harmony in 
ry through q mind. 
the summer in . The coming 
more north- spring and 
ern climes is a 4 summer. also 
question that will see a re- 
is difficult to newed inter- 
determine. a. est in heel, 
The majority aa chiefly of the 
of those who , pointed vari- 
profess to ety. The con- 
know styles, ! trasting color 
assert that — ea. oe 86hfeis 6appenr 
white hosiery A checked symphony in women's to have 
this summer cotton sport hose, imported by Kruc- passed pretty 
will not be in ger-Tobin Company, New York. well out of 
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“EVERWEAR— EVERYWHERE” 


wy 








H OE merchants 
who capitalize imip 
fully on every feature “a 


larg 
in their stores demand is 
pro 


M creative-sales power in + 
Creative- oe 
‘ 


their hosiery depart- 
ments. this 


Sales vive 
The full line of Ever- in 


Fret 


Power wear hosiery, for bro 


women, children and i 
‘ sel f 
needed creative-sales at 


power. Long wear, So 
ar 


Everwear comfort shaping, colors fl 


harmonized with new- sig 
est shoe styles—these in | 
are the Everwear good aS 
will building factors Mo 
that make satisfied, Pe 
“booster” customers the 

. customers that re- A 
turn to the store and stir 


: ; . pro 
bring their friends. 
THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


f men, offers just that gen 





Milwaukee Wisconsin 


Boot and Shoe Recorder, March 8, 1928 





the picture, but 
several new 
varieties of self 
colored pointed 
heels have 
made a deep 
impression and 
at least one 
large producer 
is giving up 
production of 
the old square 
heel. 

Along with 
this goes re- 
vived interest 
in clocks, both 
French and em- 
broidered, and 
in embroidery 
decorations in 
general, both in 
self and con- 
trasting color. 
Some highly 
artistic em- 
broidery  de- 
signs are now 
being offered 
in the market. 

Another trend that is coming 
along strongly is that of picot tops. 
More and more manufacturers are 
producing their fine gage hosiery 
with colored picot tops which, while 
they add little or nothing in the way 
of wearing quality, do appeal to the 
feminine eye and have been big sales 
stimulators. The progress made in 
producing picot top stockings at 
lower prices has been one of the 
high-lights of hosiery history in re- 
cent months. 

Net or mesh stockings seem to be 
in for a popular run. They have 
been in vogue for some time in ex- 
pensive grades, but now that they 
are being turned out in quantities 
in American hosiery mills to retail 
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One of the new self colored knee 
embroideries sponsored by Sociely 
Maid Hosiery Company, Inc. 
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at $2 a pair and 
even under, in 
some cases, it is 
almost certain 
they will be 
taken up gen- 
erally. They 
are being worn 
in the South as 
sports hose, in 
either silk or 
fine lisle. 

In this con- 
nection the 
summer of 
1928 probably 
will set a new 
high mark in 
the women’s 
sport hose busi- 
ness generally. 
More and more 
fancy sport 
hose, of fine 
lisle or cotton, 
silk and _lisle 
mixed, light 
weight wool 
and silk or 
wool and lisle are being adopted by 
women for active sports wear. New 
designs, principally in fine checks or 
diamonds and in soft pastel color- 
ings, are leading the field in these. A 
strong tendency toward black and 
white sport hose, the black being 
used for checked or diamond figures 
or clocks, is noted. 

Plain sport in fine chiffon lisle 
are becoming more and more popu- 
lar, not only for active sports wear, 
but for what may be termed “spec- 
tator” wear. With the summer 
sports costumes of light weight wool 
or cotton, in white, these white chif- 
fon lisles have a definite place. They 
are thin and cool and yet overcome 
the disadvantage of too much trans- 
parency inherent in chiffon silks. 


















MOON-SHEEN HOSIERY CORPORATION 
245 FIFTH AVENUE NEW YORK 3 


SHAPELINESS 


is emphasized 


in the 


“New Panel Point” 


by ( 
Moon Sheen 


The greatest improvement since the intro- tt 

duction of full fashioned hosiery. Stressing 
the combination of the pointed heel with 
a panel back. 








Made on the very latest full fashioned 
machines, 42 gauge, five thread full 30 
inches long of the finest silk from 
top to toe. Packed one quarter of 
a dozen to the box. Sizes 8 to tI 


10%. a 





Send us your orders immedi- " 
ately, and be the first to sell oO 
them in your community. tl 


Price $16.50 per doz. 0 
Terms 1/10 net 30. li 


"Moon Sheen” 


Shades h 
Dust Flesh 

Grege Black b 
Tansan White 


Tawny Pastel c 
Season Skin tl 


Kasha Beige s 

Misty Morr a 

Rose Nude fi 
Honey Beige 


French Nude v 
Light Gunmeta \ 
Bermuda 
Atmoaphere ¢ 
Pearl Blush 
Evenglow ¢ 
| 
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RUTH MARTIN 


Hosiery Woman 


By O. K. JOHNSON 


Growing Things in Spring Lead Miss 
Martin to Think About Making 


the Business Grow 
Works Out Some Inter- 
esting Percentages 


“CEGM 


AKING 
her place at 

- the breakfast 
table, Ruth saw that the 
tureen of golden brown pan- 
cakes, served every winter 
morning, had been succeeded by a 
platter of gold and white eggs in 
some new green-garnished combina- 
tion. Soon, she thought, the mar 
malade with the buttered toast would 
give place to dishes of luscious, ripe. 
fresh berries. 

Yesterday she had poked about in 
the garden, stirring up the soil 
around the perennials, encouraging 
them with strong, nourishing, stim- 
ulating food to make a larger spread 
of their green foliage and hasten 
their day of blooming. Red, yellow 
and white blossoms of early bulbs 
outlined the garden borders bril- 
liantly against the fresh, rich green 
of the lawns. 

The young 
husband in the 


bungalow on the } In this installment of a 
series of fictionized articles hard. But how 
by O. K. Johnson, merchan- 
dising expert, Miss Martin. 
store to buy his — who in earlier 
_ established a hosiery depart- 
ment in her father’s shoe 
store, sets about to double her 
business and arrives at some 
interesting methods. — THE 


corner stopped 
that morning at 
the hardware 


first lawnmower, 
while _ painters 
were beginning 
on the first coat 
of the new color 
his young bride Epiror. 
Wanted tO SEO TE- Enns 
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and She 
place the gray on 
the old shingles of 
their little home. 
As she drove down to 
business, Ruth saw Dr. Til- 
lotson’s car standing in front of 
the sporting goods store, while the 
good physician spent a happy half 
hour handling and choosing another 
golf club or two to put in his bag. 

Everyone, sensing the new 
warmth in the sunny air, felt that 
spring had really come. 

Easter Day but two weeks away! 
Easter, with men, women and chil- 
dren in new coats and suits and 
frocks and hats and shoes and stock- 
ings ! 

New stockings! Ruth wanted 
everyone to buy their new  stock- 
ings in the Martin Store. 

Ruth Martin, manager of the 
Stocking Department, had been fac- 
ing her problems. She did not fret 
over the diffi- 
culty of buying. 
Buying is always 


to sell the mer- 
chandise, once it 
was bought? 
Not so easy! 
Stewart Mar- 
tin paused at the 
Stocking Coun- 
ter to hand his 
daughter this 
typed note: 


installments 


ees MODER™ e*ee#ees PROGRESSIVE eee 


THE ROMILLA SEVEN-POINT FRANCHISE is the most 
modern and progressive method of handling a hosiery business 
to-day .... It includes (1) Daily shipments (2) Full credit on 
exchange of colors (3) Full credit on display-faded hose 
(4) Minimum cost repair service (5) Dealer Helps—real ones 
(6) Territorial protection by arrangement (7) Full credit return 
of line by agreement and what a line of features at 
popular prices! Write for folder or call for full information. 


MILLER HOSIERY COMPARY, 1 
330 FIFTH AVENUE 
NEW YORK 





HOSURY = COMPLETE STOCK ALSO CARRIED AT 


Chicago—North American Bldg. State & Monroe Sts. San Francisco—51 Fremont St. 
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“One of our big merchants has 
said: ‘IF YOU DECIDE TODAY 
THAT YOU ARE GOING TO 
DOUBLE YOUR PRESENT 
BUSINESS, YOU CAN DO IT,’ 
[s this true of our Stocking Depart- 
iment ?” 

Ruth smiled. “This looks,” she 
said, “like a problem in mathe- 
matics. You ask me to multiply by 
two. With examples in arithmetic, 
the only way I know is to take pen- 
cil and paper and do some figur- 
ing.” 

Two days later Ruth placed some 
figures before her father, with a no- 
tation of what might be done in an 
effort to double the stocking busi- 
ness. “I am suggesting nothing new. 
Everything listed here simply calls 
for more effective methods. Are 
these practical goals for our ef- 
forts?” 

The memorandum read : 

“Increase the number of our cus- 
tomers—10 per cent through bet- 
ter newspaper advertising, 10 per 
cent more through better window 
displays, 10 per cent more through 
better cooperation among the peo- 
ple in our organization, 10 per cent 
more through better merchandising 
and better values, 10 per cent more 
through better salesmanship at the 
Stocking Counter. Add a 10 per 
cent increase in the amount of the 
averagesale, 
through better 
salesmanship. Add 
a 10 per cent in- 
crease in profit 
through better 
merchandising. If 
we can make these 
increases with 
steadiness and 
consistency, the 
business will be 7 
more than doubled —— 
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in eighteen months.” 

“Great oaks from little acorns 
grow,” quoted Father Martin. 
“When you suggest as an aim a 10- 
per cent increase in customers in 
any single one of these ways, it 
seems reasonable and conservative- 
ly possible. It would seldom oc- 
cur, however, even to a business 
man, that, by using all these methods 
together, a volume of business could 
actually be doubled in such a short 
time as a year and a half. I sup- 
pose it only needs initiative and 
leadership to make this imaginary 
increase in business a fact.” 

Knowing each one of her methods 
to be not impossible, Ruth set out 
to see if she could put them all into 
operation. She addressed herself to 
her new goal with earnestness. She 
held herself up consistently to a high 
standard of skill in selling. She 
was attentive, interested, sympa- 
thetic, tactful, informative and con- 
vincing when she talked with cus- 
tomers. She bore without stint the 
responsibility of management of her 
department. On every new idea she 
believed to be good she acted at once 
and decisively. 

She was equally sincere and prac- 
tical in dealing with the other folks 
in the store family. She strove to 
cultivate the strength and stimulate 
the enthusiasm of all the people in 

the organization 
and direct them ‘to 
her aims. Daily 
she consulted and 
made suggestions 
to the advertising 
man and the dis- 
play man. Little 
paragraphs about 
stockings ap- 
peared in every 
“advertisement of 


SS the Martin Store. 
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GOTHAM op: 
| GOLD STRIPE —a 











NO STOCK 
ACCUMULATIONS 


—AND ITS EFFECT ON NET PROFITS— 


A manufacturer’s responsibility ends, 
not when he delivers his merchandise at 
the retailer’s doorstep, but when the re- 
tailer sells the merchandise at a profit. 


The privilege is granted to every Gotham 
and Onyx retailer to exchange such 
merchandise that he may have selected 
and cannot sell. 

For slow-moving stock does not mean 
profit—and we follow through until the 
retailer makes his profit! 


ASK ANY GOTHAM OR ONYX MERCHANT 
WHAT THE EXCHANGE PRIVILEGE 
MEANS TO HIM! 


Gotham Silk Hosiery Co., Inc. 


MANUFACTURERS 


389 Fifth Ave., New York City 
Mills at Philadelphia, Dover, Passaic, Wharton and New York 
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TIME FOR CLOCKS 


Plain Grounds Lead the Way for 
Spring and Summer in Men’s 
Hosiery: Soft Colorings and 

HERE isn’t S i m P I e P atterns and silks for the 

a shadow of a , coming spring and 

doubt about the Predominate summer. White silk or 
fact that, in the higher lisle half hose with either 
grades at least, more plain Ce a white or colored embroidered 
ground and fewer fancy hose clocks also are being stocked 
will be sold this spring and summer. heavily by the shops that cater to 
Observations at the winter resorts smartly dressed men. 
show a preponderant tendency on There are indications that more 
the part of smartly lisle and rayon mixed 
dressed men to wear hose for men will be 
plain ground hose, sold this summer than 
carrying clocks or ever before, due prin- 
other small decora- cipally to the produc- 
tions, rather than the tion of finer rayon 
bolder all over pat- MS yarns which enable 
terns. Clocks have Rtas more artistic looking 
been good for some ne ae hosiery to be made. 
time and are getting ee B® 3 The flecked back- 
better. 5 il grounds produced by 

One of the most im- ’ the use of fine rayons 

portant of the colors Mm : in conjunction with 
in men’s hosiery for ; lisle or cotton are ex- 
spring will be green. ye fe tremely good looking 
With green sponsored Pea. and fit into the 
in hats, shirts, cravats As “dusty” mode that 
and even in_ suits, ge as prevails in fabrics for 
green hosiery, particu- ee ee both men’s and wo- 
larly the soft grayish os eae, a men’s garments. 
green, is in a good di Experiments are be- 
position. This applies sone sk ing conducted with 
to half hose and golf Nee Bemberg yarns and it 
stocki > “ is lik 
Mown sag ion, «Te mew imporieg §=— Sens? Me, the 

9 rayon and lisle half \ : . 
the beiges also give hose with woven m ioned stocking of this 
much promise, and of clocks, from Krueger- yarn, which has made 
course the staple blues Tobin Company history in the women’s 
and grays will sell in field, will be dupli- 
their usual volume this Spring. cated in the men’s field. A low 

Fifth Avenue retailers are bank- priced Bemberg half hose would cut 

ing on a strong demand for plain into the medium priced silks to a 
ground clocked hose in the fine lisles great extent. 
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New diamond jacquard de- 

sign on women’s fine lisle 

sport hose. Courtesy Krue- 
ger-Tobin Co. 


Society Maid Hosiery 
Co., in its newest lines of 
embroidered hose, intro- 
duces this knee decora- 
tion in simulation of 
Italian hand embroidery 
At right— Three new 
spring numbers in chil- 
dren’s hose from Posner 

Hosiery, Inc. ee ee ee 
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Silk and rayon knitted in 
a variation of the block 
and diamond pattern in 
two-color combinations 
on a new improved ma- 
chine. From Cooper, 
Wells & Co. 


Fine lisle, broken diamond 

pattern in men’s imported 

half hose for spring. Cour- 
tesy Krueger-Tobin Co. 





An interesting variation 
of the pointed heel is this 
new “Haf-Heel,” recent- 
ly introduced by Julius 
Kayser & Co. 
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GIVE 
"EM A 
LOOK 


Lots of hosiery in 
the recessed win- 
dows and a mirror 
in the center where 
the passerby may 
look at herself. 








This Exclusive Hosiery Shop in Pitts- 
burgh Is Nothing More Than One 
Big Display Case and It Does 


“QHOW the 
goods,” is the 
motto of William 

Levy, proprietor of the 

Vanity Hosiery Shop, Pitts- 

burgh’s first and only exclusive 

hosiery shop, located at 600 Liberty 

Avenue. He, believed goods well 

displayed are not half sold but alto- 

gether sold, since it is only by see- 

ing the stockings she wants that a 

woman makes up her mind to buy. 

His store is the architectural em- 
bodiment of his display ideas, every 
conceivable inch that could possibly 
be given over to windows or built-in 
wall cases being so used. 

The accompanying photograph of 
the Vanity Hosiery Shop shows how 
Mr. Levy’s ideas of hosiery display 
are carried out in his store front. 


a Great Big Business 
Because of It 


“GEE 
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Much space that 
could have been used 
for stock or counter 
space was put into win- 
dows. 
Another point of significance 
is the mirror which ties up so well 
with the name “Vanity” Hosiery 
Shop. The store’s name is more 
than just a good title under which 
to list the store in the telephone 
directory, it is a direct tie-up with 
the full-length mirror. 

A certain chain of hat stores ad- 
vertises “Look at Your Hat, Every- 
body Else Does,” and that is why 
the mirror is where it is. It is there 
so that the thousands of women who 
pass may see the reflection of the 
stockings they are wearing and at 
the same time see those offered in 
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the display windows on either side 
of it. Comparisons, perhaps, some- 
times are odious, but in this case 
they are always profitable for the 
Vanity Hosiery Shop. It is a good 
stunt, simply because—it works. 
Inside the store there is one glass 
display counter, all the remaining 
space available being given over to 
tie compact shelving, which may be 








CWASD 
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seen through the door of the shop 
in the photograph. But this is with 
the exception of three air-tight dis- 
play cases built in the wall back of 
the windows for the purpose of 
holding MORE STOCKINGS. 
Business has been gratifying to 
William Levy and his two sales 
ladies since the store opened. Yes, 
hosiery well displayed iS sold. 


PUTTING APPEAL IN SOX 


OT “sex appeal,” but “sox 
v ‘ appeal” is what brings in 
business to the George Muse Cloth- 
ing Company, in Atlanta, Ga. 

And here is a clever little adver- 
tisement which, although only one 
column wide and less than six inches 
deep, “rang the bell” in presenting 
and selling the new spring hosiery 
for the company. 

At the top of the advertisement, 
the word “‘Muse’s” serves 
to identify it instantly 


And it states with authority what 
some of the new and correct spring 
styles are—“‘blue spruce, Argentine 
and monkey-skin, black and gull, 
navy and white and gendarme.” 
For men, as well as women, like to 
know what is correct and wear it. 

In short, the advertisement could 
not have attracted more attention if 
it had been three times as large or 
made a better sales record if it had 
said twice as much! It 
combined the elements in 





with the store. An illus- 
tration of a sock serves to 
tell the hasty reader what 
it is all about. The em- 
phasis is cleverly placed 
“Sox-Appeal—Feel It” 
for, after all, it is the feel 
as much as the looks which ‘a 
sells a pair of sox. No 
less than five new designs 
are described. And finally 
the advertisement calls at- 
tention to the window dis- 
play. 

lt is an advertisement 
that is “different.” And 
it is different because it 
uses hand lettering to get 
away from the stereotyped 
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Mouse's Ska wnmen Socke. 
+++ Dore Japan Silk, | 
Seest.. FEEL Ir. 

Soft ; smooth; fits 
lightly, eventy sally 


\ just the right proportion. 

And its success was due 
to sound psychology—tel- 
ling customers what was 
the style and encouraging 
them to follow it. 

Men are just as much 
interested in proper style 
as are women, therefore, 
as much thought and ar- 
tistry should be expended 
on advertising to men as 
is done in advertising to 
women. The unusual, the 
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attract attention, but some- 
where in the ad there must 
be a real message on style 
—something to make the 








type faces. It makes use 
of plenty of white space. 





man want to buy new 
ankle coverings. 














ELEVEN MILLION WEARERS 
Can’t Be Wrong 


Durham Hosiery is worn 
by 11 million men, wom- 
en and children through- 
out all parts of the 
civilized world. This vast 
volume is of itself ample 
assurance of repeat busi- 
ness, for 11 million wear- 
ers can hardly be wrong! 
But if you demand 
further proof we can 
show you a record of 
85% satisfied users. 


AE 


However, we do not ask 
you to take on _ the 
Durham line merely on 
the quality of the mer- 
chandise. If you oper- 
ate under the Durham 
Retail Sales Agency Plan 
we offer. you in addi- 
tion: 





1.A complete range 
of styles that will 
take care of at least 
75% of your trade. 
No need to stock a 
lot of odds and 
ends. 


2.An Automatic 
Stock Control Sys- 
tem which enables 
you to tell at any 
time exactly what 
you have in stock. 
No lost sales be- 
cause of incomplete 
stock. 


3. Overnight Service 
which provides you 
with fill-ins within 
24 hours. No lost 
sales because of de- 
layed delivery. 


4. A color Exchange 
Privilege which per- 
mits you to turn in 
slow-moving colors 
for those you know 
will sell. No money 
tied up in non-pro- 
ductive stock. 





5.A generous sup- 
ply of free adver- 
tising helps that 
really help move 
your goods. 


Hundreds of progressive 
merchants are increasing 
their hosiery profits by 
operating under the Dur- 
ham Retail Sales Agency 
Plan. Ask the nearest 
Durham District Sales 
Agent for further de- 
tails. Or address Dur- 
ham Hosiery Mills, 328 
Broadway, New York. 


DURHAM HOSIEi., 


Made durable in the 
world’s largest 
hosiery mills 


Durham Hosiery is sold and serviced by these District Sales Agents: 


ALEX BLOCH DRY GOODS CO., In: 
Mobile. oo 
L. DINKELSPIEL =. INC. 
San Francisco, Cal. 
DURHAM NOTION COMPANY 
Durham, N. C. 
DANA-BARNES CO. 
Charleston, West Va. 
I. EPSTEIN & BRO. 


* Savannah, Ga. 

FARLEY HARVEY CO. 
Boston, Mass. 

FERTIG HOSIERY 2. 
'erth Amboy, N. J. 

HAYMON KRUPP & on 

E] Paso, Texas 

SOL. HELLER & SONS 
Wilkes-Barre, Pa. 

HERRIN SUPPLY CO. 
Herrin, ll. 





= HOSIERY SISTRISUTING 
ago, Ul. 
HIBSHMAN BROTHERS - 
Cleveland, Ohio 
HOGAN-ALLNOCH DRY GOODS CO. 
Houston, Texas 
— & LARIMER Ed GOooDs 
hita, Kan. 
novencean BROS. CO. 
Marinette, Wis. 


A. V. LOVE DRY GOODS CO. 
Seattle, Wash. 


WM. R. MOORE DRY GOODS CO. 
Memphis, Tenn. 


NORTHWEST HOSIERY CO. 
Spokane. 
NORTON BROS. & ae 


» Wash. 





OBST-McLAUGHLIN CO. 
McKeesport. Pa. 
SCHWARTZ BROS. & CO., INC. 
New Orleans, La. 
SIBLEY-HESS CO. 
Sioux City, lows 
SMITH-TAYLOR CO., INC. 
Richmond, Va. 
THE LOUIS STIX CO. 
Cincinnati. Ohio 
STOVALL-DANIEL CO. 
Augusta, Ga 
GEO. F. TURNER CO. 
Amsterdam, N. Y. 


WHEELER & MOTTER MERCANTILE 
co. St. Jose; 


ph, Mo. 


ZION'S CoerenAtes MERC. INST. 
it Lake City, Uteh 
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HEELS TO THE FORE 


Latest Legal Action Brings Pointed 
Heels Into Limelight Again and 
Indicates Importance of This 


Hosiery Company 
has instituted action 


Sree ery i Feature to the Hosiery 
pointed remarks 
about the subject Market as a Whole against Julius Kayser & 


of pointed heels are likely 

to be made in the near future. 
The smoke of battle and the 
dove of peace which alighted on 
the last law suit over patent rights 
involved in the manufacture of 
pointed heel hosiery had scarcely 
disappeared over the horizon, when 
other war clouds appeared. The 
Gotham Silk Hosiery Company, 
which acquired the Landenberger 
patents when it bought the Onyx 


“CEE 


Company for revocation 
of the license agreement be- 
tween the two companies. The 
question for the court to decide is 
the extent of the right of the Kayser 
Company to grant _ subsidiary 
licenses for the manufacture of 
pointed heels. Papers filed in the 
suit show that at least eight large 
hosiery manufacturers have applied 
for licenses to manufacture pointed 
heel stockings. 
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Hee- 


Coaxing the Little Fellows 


ERE’S a clever little advertise- 





Small Feet Come Hither 
Men’s Lisle Socks 
5 Pairs $l 


_Sizes 9% and 10 Only— 


Sometimes it is fortunate to have 4 
large under-standing, and again it ts 
sometimes more fortunate to have 
small feet—as in this instance. 


It so happens that in one of our 
most popular lines of men’s hosiery the 
arger sizes have all been sold, leaving; 


s with sizes 9% and 10 only, Ao 
tribute, maybe, to small feet but bad 
for the hosiery department. 

So, wef put the skids under these 
small sizes—S pairs for a dollar—and 
let the thrifty indulge to their feet's 
content. 

Good, sturdy, serviceable lisle thread 
socks—reinforced toe, heel and sole, 
all the popular colors and shades, 
while they last, 5 pairs for $1.00. 


HIRSCH BROTHERS 
74 Whitehall St. 


HEAD-TO-PFOOT OUTFITTERS FOR MEN AND BOYS 
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ment that sold more than 
twenty dozen pairs of sox for the 
Hirsch Brothers in Atlanta, Ga., in 
the course of a single morning. 

Finding itself overstocked—or, 
rather, undersold—on the smaller 
sizes in a number of lines of hosiery, 
the store inserted this clever little 
advertisement in the three Atlanta 
daily newspapers. 

In addition to offering a real bar- 
gain, the advertisement contained 
just the right amount of whimsical 
humor in it to attract attention. 

And those odd sized sox went in 
less than two hours! It was one of 
the most successful small sales ever 
put on by the store. 








Now it is— 


Pointed Heel Net Stockings are 
being featured by many of the 
finest hosiery departments in 
the country. 


Shalimar has brought to this 
new vogue its mastery of the 
art of hosiery construction, 
creating a product of rare dis- 
tinction. 


Pure Silk, $15.50 per doz. 


Honey Beige 
Kasha Beige 
Gun Metal 
Merida 
Black 

Skyn 

Nude 


Samples upon request 
Delivery March 15th. Terms 2/10 net 60 days 


MERRILL-CLARK-MEINIG, Inc. 


183 Madison Ave., New York City 
at Thirty-Fourth St. — Phone: Caledonia 2195 


Importers—Manufacturers 
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What Shakespeare calls‘‘the 
inward quality” is the factor 
which makes Emmeth 
Hosiery superlatively good. 


Every pair is made of Grand 
Double Extra Special Japan 
silk—which is the highest 
grade silk used in hosiery 
knitting. 


Wearing ability of hosiery 
depends entirely upon the 
quality of the silk employed. 


Naturally the appearance 
and lustre of Emmeth 
Hosiery are as fine as its 
durability. 


EMMETH TEXTILES, Inc. 
1208-1216 Race St., Philadelphia 


New York Office Chicago Office 
303 Fifth Ave. 300 W. Adams St. Bldg 


x 
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K—T—C Style Silk 


Hosiery Program 


WRUEGER Top 
>! “N No. 901—Picot top, all-silk pure ayhNrOnP Sly In 


dye narrow Jacquard clox, $22.50 gor" TOp, t 
Vv 


per dozen. 


No. 902—Picot top, all-silk, pure 
dye wide mesh Jacquard  clox, 
$22.50 per dozer 


No. 905—Picot top, all-silk, pure 
dye, medium width Jacquard clox, 
22.50 per dozen. 


No. 904—Picot top, all-silk, Dia- 
mond Mesh for Afternoon Bridge 
and Country Club wear—$30.00 per 
dozen. 


No. 990—Picot top, all-silk, Paris 
Jacquard Mesh, $30.00 per dozen— 
Super Quality. 





No. 991—Picot top, all-silk, Paris 
Jacquard Mesh, with clox, $30.00 
per dozen—Super Quality. 





No. 912—Three thread 48 gauge, 
Ingrain Silk Stocking, with Fleur 
de Lys Heel. Price $32.50 per 


The Fleur de Lys Heel dozen. 


Not a Novelty — Rather a 
Great Refinement to a Chiffon The Diamond Selvage 


Silk Stocking. 
The Stream Line Motif of 
No. 911—Price $19.00 per aa 


dozen. S56. UV. 6. Pat. OFF, | 
No. 910—Price $22.75 per 
all tne latest Parisian Shades. asad 
All the latest Parisian Shades. 


KRUEGER - TOBIN CO., Inc. 


15 EAST 30th ST., NEW YORK 


“Style Originators and Sports Hose Creators” 
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STEEPLE HEELS 


Meeting With Enthusiastic 
Customer Acceptance Everywhere 


As radically different from 
the time honored square heel 
as the Church Steeple is from 
the ordinary House- 


top. 


A stocking of rare 
beauty, truly slender- 
izing in effect. 


To Retail at 


$7 .95 


AUTHENTIC SPRING SHADES 


—with self color heels 


Sheer, exquisite quality, of pure thread 
silk, in 45 gauge, all silk from toe tip to 
top, with silk plaited sole. 


No. B50 *15- doz. 


Samples and color card sent upon request. 


GOLD MAID HOSIERY 


SOLE DISTRIBUTORS 
319 W. Jackson Blvd., Chicago 
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. 
Calif. 


wMoore Dry Geods Uo, 


Warton N. 
San Francisco and Los Angeles, 


EI EE 





























olyoke Silk 


MOSIBRY 
Holyoke, Massachusetts 
Sold wherever is correct to wear New York Office 
fashionable hosiery 358 Fifth Avenue 
is found 


' 
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Unpreventable Haste | 
Unmanicured Nails | 
Jeweled Fingers | 

ARE a Loss to You! 


Protects the Hose 
“SAVE-HOSE” speeds the Sale 


The new SAFE way to 


demonstrate and sell Hosiery 
Handy, light, smoothly rounded SAVE-HOSE slips into 
a stocking in an instant—shows off weight, texture and 
quality right down to the very toe—with absolute safety 
even to the sheerest net silk. 





Put several on every hose counter. 
Write for SAVE-HOSE today, before 
another day’s losses! 


Barlow-Kimnet Co., Inc. 
515 7th Ave., New York City 


























CANNOT TARNISH 7 at ° 7 
OR RUST— ormation 
Bureau 
Hosiery Buyers 


who wish to locate cer- 
tain brands or who have 
peculiar problems to solve 
are invited to write to us. 
We are glad to act as a 


























“THERESA ROSE” clearing house for this 
kind of information. 
This high grade exquisite buckle 
in platinoid finish is only one of Address your letters to 
many designs in this material. 
pends nd — you and carry out Hosiery Division 
L. ALTERSON & CO. Boot & Shoe Recorder 
Creators of Shoe Ornaments and 239 W. 39th. St. 
oe New York 
54 W. 21st St., New York, N. Y. XY f 
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cA Big Value Do hetail al 
a 1& £0 


Pure © Silk 
Patented Foot 
Chiffon Weight 


IRON CLAD No. 810 \ 


is a 300 needle Pure Silk 
circular knit CHIFFON 
style. It is Silk to the Top, 
has fashioned marks, 4 ply 
mercerized Heel and Toe and 
Double sole. . . This style 
has the New Patented Im- 
proved Heel and Toe which 
assures a Perfect Fitting 
Foot, Smooth Toe, and Non- 
Wrinkle ankle. For IM- 
MEDIATE DELIVERY in 


Light Gun 
Metal 

White Jade 

Honey Beige 

Tawny 

Kasha Belge 

Atmosphere 

Champagne 

French Nude 





Packed 3 pairs of one size and color in a box. 
Sizes 8 to 10% 


$ 00 Order a dozen pairs today 
d COOPER, WELLS AND COMPANY 
OZ. 250 Broad Street, St. Joseph, Mich. 


Manufacturers of Full Fashioned and Seamless Hosiery at 
St. Joseph, Michigan and Decatur, Alabama 
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Picked Up In 


| Aegremagieles TEXTILES, INC, 
are now importing from Italy 
and offering in this country a 54- 
gage clock silk stocking in 21 (if- 
ferent colors. 


The “Repello” stocking, chemi- 
cally treated and claimed to be mud 
and rain proof, is being sold in a 
constantly increasing number of 
stores throughout the country. It is 
made by the Dexdale Hosiery Mills, 
Lonsdale, Pa., which also will bring 
out this month a line of 48-gage in- 
grain hose. 


Permanent officers of the Golden 
Rule Hosiery Company, the recent- 
ly organized employee-ownership 


venture in Providence, R. I., have 
been elected as follows: Charles G. 
Wood, commissioner of U. S. De- 
partment of Labor, president: 
George H. Hawkesley, vice-presi- 
dent; Holley Cowerd, treasurer; 
Marie W. Foley, secretary and as- 
sistant treasurer. These, with Ab- 
bot Phillips, compose the director- 
ate. Operations will begin as soon 
as machinery is installed in a part 
of the old McCallum plant in Provi- 
dence. 


Lefi & Company, New York, are 
introducing a silk mesh stocking 
with pointed heel, intended. to_retail 
at $1.95 a pair. 


The Combine Hosiery Company 
is now marketing a 51-gage ingrain 
hose, three thread, picot top, at $33 
a dozen. 
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The Market 


The Elliott Hosiery Company has | 


introduced a pointed heel, silk mesh 
stocking with glove silk foot and 
welt to retail at $2 to $2.25. 


Kramer Brothers have opened a 
Boston office at 38 Chauncy St., 
with Harry Kramer in charge. 

Miss P. Divins, formerly with the 
Gotham Hosiery Company and John 
lr. Shayne & Company, Chicago, 
has become allied with the retail di- 
vision of the Allen-A Hosiery Com- 
pany, in the New York office, and 
will conduct a sales promotion cam- 
paign. 


Paterson Mutual Hosiery Mills, 
Inc., manufacturers of Ruby Ring 
Hosiery, will change the address of 
their San Francisco office and stock- 


rooms from 82 First Street to 86 | 
The new | 


Third Street, room 301. 
office and stockrooms are more suit- 


ably situated and provide greater | 








convenience and space for the han- | 


dling of the increased distribution | 


on the Pacific Coast. 


M. L. Dover will 
Cooper, Wells & Company and sell 
Iron Clad Hosiery in the state of 
Kentucky. 


treasurer and or- 


C. P. Randall, 
ganizer of the Holyoke Silk Ho- 


siery Co., Holyoke, Mass., has just 
returned from taking an extended 
trip through the South and south- 
western states. As this was his first 
trip through this territory, he was 
very much impressed by the high- 
grade types of retail stores and by 
the volume of high-grade merchan- 
dise sold. 


Hosiery and Shoe Store Accessories 


represent 





ARCEY [ 
AL 
*(DoctP”” HEEL 


FOR YEAR ROUND WEAR 


PEERPOINT is designed 
with a delicacy and grace 
that makes the ankle appear 
slim and trim at all times. 


PEERPOINT heel is a fea- 

ture of a very fine gauge 

FULL FASHIONED 

ALL SILK CHIFFON 

= self colored 
eel. 


THESE are the reasons 
why America’s best stores 
accept it as the outstanding 
heel of the day. 


RETAIL AT $1.95 


Write for particulars 


ARCEY COMPANY, Inc. 


267 Fifth Avenue New York City 
“Trade Mark Reg. Pat, 73714 
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You Are Safe 
When You Buy 
“AS YOU LIKE IT” 


Pointed Heels 


We wish to advise that the recent 
suit filed in regard to the owner- 
ship of the pointed heel patent in 
no way interferes with our sale of 
“AS YOU LIKE IT” pointed heels 
and we therefore give positive as- 
surance to our customers that we 
will continue to supply them with 
these profit-making items. Sell 
“AS YOU LIKE IT” pointed heels 
and play safe. 

J. R. BEATON CO., Inc. 


Buy these Legal Pointed 
Heels 


(Manufactured under Patent No. 1,111,658) 


No. 


Medium sheer weight, 4 inch lisle 
welt, 42-gauge with pointed heel. 


Service weight, 4-inch lisle welt, 
42-gauge with pointed heel. 


Chiffon, silk to the top, 42-gauge, 
with pointed heel. 
(Terms: 2/10 or Net 30) 


Write our nearest branch for samples. 


J. R. BEATON CO., Ine. 
468 Fourth Ave., New York 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 


ATLANTA SEATTLE 
246 Peachtree Arcade Terminal Sales Bldg. 


SAN FRANCISCO 
133 Kearny Street 





Newest 
Self Color 
DELITE HEEL 








The Exquisite New 
Heel Design 
$15.00 


An AIll-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 
Manufactured by and licensed to 


Oscar Nebel Co., Hatboro, Pa., 
under patent No. 1,111,658 


ROSENHAIN CO., Inc. 
220 Fifth Ave., New York 


(osaine Hosiery 
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HE first featured Net hose with the 

foot knitted as a complete unit— 
without the usual side seam. The high 
spliced heel achieves a chic and dis- 
tinguished style. 


Gossamer thin, full-fashioned, the net 
weave reveals sheer beauty that surpasses 
chiffon. Giving double the wear—what 
an appealing number to feature! 


Lehigh Silk Hosiery Mills 


294. Fifth Avenue, New York City 
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Give Them What They Want 
And You’ll Get The Trade 
You Want! 


Sheer, Shimmering Beauty 
and 3 Times the Wear 





JARKwoopD 


SAMP-10E 





Finished with Invisible even 
The Pais- in the low- 
ley Picot est cut 
Edge pump 
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Style No. 400-- Nationally ad- 
Extra Sheer Chiffon vertised and 
with the Larkwood backed by a splen- 
Paisley Picot Edge did merchandising 


and Laskweod Paisley Reinforced at ever policy—with full 
‘‘Run-Lok”’ to stop gar- Dealer helps—Lark- 
ter runs—narrowed heel point of rub or one Va 2 -Toe 
and sole and Larkwood wear with fur- Hosiery will prove a 


Vamp-Toe. * “ 
ther profitable line for you 

Style No. 500—Sheer preenes to feature. 

Chiffon with Larkwood Pais. from garter 

ey Band (Reg. U. S. Pat. run Exclusive territory fran- 

Off.) and Larkwood Vamp-Toe. Ms | chises now available. 


Style No. 800 — Service Larkwood 
Weight with Larkwood Paisley Paisley 
Band (Reg. U. 8S. Pat. Off.) and “Run- 
Larkwood Vamp-Toe. 

Lok’’ 


Write today for full details 
of the profitable proposition 
open to better class dealers. 


REALART SILK HOSIERY MILLS 
Sales a ogg Fifth Ave., New York City 
John C. Larkis Director of Sales 
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